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ou mean 
flashlight sales 
ncreased 


EXCLUSIVE FEATURES HURABLE Finish 
‘ . 


ie ft 


Display Package No. 2 
Contains 12 of the newest Eveready 
Flashlights—the pen-light in nickel, 
ivory and green. 95 cents complete. 
List value of pen-lights (case 

and lamp, without battery) $9.60 
Dealer net price 6.36 


Display Package No. 21 
Contains 12 assorted flashlights in color. 


List value of flashlights (case 
and lamp, without battery) 
Dealer net price 


$15.40 
110.06 


Yes, they certainly did! We have the 
figures to prove it. 


showed a 20 to 50 per cent increase! 


And the figures are a Ill pay you and your dealers if they 


get the new Eveready Display Packages. 
They’re more attractive looking than ever! 
And not only that, they allow nine of the 
biggest selling Eveready models to be shown 
all at the one time! 


record of experiments, made in represent- 





ative stores throughout the country. Here. 
briefly. is how they were conducted: 


At first. all the stores went along as usual. 
We didn’t touch their stocks or displays. No 


natter how the Evereadys were arranged, nl ‘ ; 
canine ony 5 Get all of these new Eveready Display 


Packages out to your trade—and see that 
they get some good display. Have the pack- 
ages opened and set up in a place where 


even if they were jumbled up like a rum- 
mage sale, we let them stay that way. But a 
record was kept of the Evereadys sold. 


After a period of this, we went to work 
and arranged the Evereadys in compact, 
neat groupings. These were put at cash 
registers, at the place where 
customers wait for packages, 
or in any place that gets lots 
of attention. Again a record 


of sales was made—and it 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 


most customers will see them! Don’t forget 
that proper display made a 20 to 50 per cent 
increase! 

NATIONAL CARBON CO., Inc. 
General Offices: New York, N. Y. 


Branches: 
Kansas City 
San Francisco 
err 


N N NN 


New York 


Chicago 


Unit of Union 
Carbide 


and Carbon 
Corporation 


—they sell faster 
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Here is the tenth an- 
niversary number of THE JOBBER’S 
SALESMAN, an issue which we have 
planned and prepared for months. 
In it, we have tried to embody all 
those industry 
which have been so marked dur- 
In it, too, we 
the staff of the 
company and the many activities 


changes in the 
ing the past decade. 
have introduced 


of its work, activities of which it 
is doubtful that the average reader 
is aware, but activities which are 
of utmost importance if an indus- 
try is to be served by the paper 
which represents it in conscien- 
We 
hope, in presenting it to you, that 
you find much which is helpful, 
constructive, and enjoyable. 


tious, intelligent fashion. 
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EDITOR 
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CHICAGO: 


ROSS D. CUMMINGS 
Western Mer. 


520 N. Michigan Blvd. 
Telephone Whitehall 4621 


NEW YORE: 


D. G. PILKINGTON 
Manager 


280 Madison Ave. 
Telephone Caledonia 7811 


CLEVELAND: 


GEO. E. POMEROY 
Manager 


Rockefeller Bldg. 
Telephone Cherry 2440 




















& 


CONTENTS 






No. 2 


Ten Years in the Electrical Wholesaling Industry..................... me 
ES ee ee 6 
EE SO re 8 
ere IE OE ION God ov a 5 Sno c eiicie cscs cg teddedececnesscacsees 10 
4—Electrical Merchandising in the Gay Nineties........................ 12 
5—Developments in Warehousing................ 0.002 c cece cece eee eens 14 
6—The National Electrical Wholesalers Association...................... 16 
7—The Future of Electrical Wholesaling......................200-0 00 eee 18 
ee ae U5 2 Gai so 5 2% cies Ha bb eres Abe ced dada Pinecsesaes 20 
Ee ore. 5 cabs sina dice a eed dc + ic Se Reds edna deecieacoes 21 
ie rT ooo a a5) c'4 cab e'i'nwie s Nate Klee daw ce ads decieeseness 30 
EE EE Ce EET TY ee 32 
ee Oe oy Shay, 2:5! wale Saline Se Relea ewe A Heme ee ene 33 
oe ne EEE eT ee eee eee 34 
ee i a eee hie nen nendernd vehecen on oie" 36 
nN a rata fot eka «a Saat asin mins Males kala ebees wc0' 38 
Our First Subscriber and What He Has to Say................c.cceeee 40 
are shan paTedi gas se Rede was e's Voks hee eeee hans saweses 41 
Teen” Ci Se MII BUN o'er cic ge de c's evleree Katiewecelcéiciacs 42 
I Cn Re SEES hos ood airy cele win mine anda. c dele Sarpeietines ecedas 44 
ey ne ae oh eS Sodas be cece eR dales Waawace galvewi 46 
Ri I oe oe ik Cc cditnin cde cv asieedadducewessece 48 
eI tie NC RNICERE CHUN oo osc 5 5 5 eos cc cece cnc cdceeneccecuacees 52 
re I oni noid kn odin wheweees co scinweeces 54 
Radio Editorial—By David M. Trilling................... 0... 2c eee eee 148 
Radio Wholesalers Association......... gees u ae eek areas deed axsawets 150 
eT IS et ra i aah siera a 5 oo dM e catnit a6s twas hy has os clea 162 


Index to Advertisers on Page 174 


Published monthly. Entered as second elass matter October 24, 1922, 
at the postoffice at Chicago, Illinois, urider the Act of March 3, 1879. 





Copyright 1930 — Electrical Trade Publishing Company 


PUBLISHED MONTHLY BY THE ELECTRICAL TRADE PUBLISHING CO. 


520 North Michigan Avenue 


HOWARD EHRLICH, President 
CHAS. W. FORBRICH, Vice President 


Subscription: U.S. $1. 


Chicago, Illinois 
EDGAR KOBAK, Secretary-Treasurer 


Canada $2; Foreign $3. 


Member Associated Business Papers, Audit Bureau of Circulations, 
Society for Electrical Development, Midwest Radio Trades Association 


Also Publishers of ELECTRICAL CONTRACTING and MILL SUPPLIES 


HENRY W. YOUNG, General Sales Manager 


THE JOBBER’SfA]SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Another Sales Point 
to Remember! 


Note how mallea- 
ble iron—Type 
NTLL No-Thread 
Unilet — with- 
stands twisting 
and bending 


Malleable Iron Means Greater 
Strength and Lighter Weight! 


Appleton Malleable No-Thread Unilets Other Appleton No-Thread Unilet features 
are the result of years of research and de- are—the spacious maximum wiring space 
velopment work. Malleable Iron No- _ inside;cadmium-coated rust-resistance sur- 
Thread Unilets give greater strength and face; lower wiring costs; a vise-like grip 
yet are lighter in weight than the former of the contracting sleeve that holds the 
gray iron fittings. This tough, ductile conduit firmly. Our new general catalog 
metal withstands a great amount of ham- has complete information on Appleton 
mering, bending and twisting without the No-Thread Unilets, as well as on the en- 
least fracture or failure. tire Appleton line. Write for it today. 


Appleton No-Thread Unilets are listed.as Standard by Underwriters’ Laboratories in \s-inch to 4-inch sizes, inclusive 
SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U. S. A. 
New York—150 Varick St. Los Angeles—340 Azusa St. 


San Francisco—655 Minna St. Seattle—628 Railroad Ave. 
APPLETON ELEctRIC ComMPANY 


1734 Wellington Avenuc, Chicago 


No-Thread Malleable Gentlemen: 


Please send us a copy of New Revised Catalog on Unilets and 


U N | L E T e Conduit Fittings, together with prices. 


Reg. U. 8. Pat. Off. 


The Original Threadless Conduit Fittings 
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akes To the Air ™ 
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N ORDER to appropriately contact the Aircraft Industry and at the same 

time obtain the “feel of the air,’”? The Black & Decker Mfg. Co. has estab- 
lished an Aviation Sales Department and equipped this department with a six- 
place closed plane, which will tour the airports of the country. This plane will 
be equipped with a complete line of electric tools applicable to the Aircraft In- 
dustry, and will be flown by a thoroughly trained salesman and demonstrator, 
who is an experienced transport pilot. 












Not only in Aviation, but in every type of industry there is a definite market for 
Black & Decker Portable Electric Tools waiting for you. Every one of your 
customers is a prospect for some Black & Decker product. Have you seen 
our 1930 Catalogue? 


{nniversary in the Electrical Field—itwenty years devoted 
through the jobber. {propos the 10th Anni- 
SALESMAN we express our appreciation of the 





°c} Sl 
fobover satesmien througinout the country. 


BLACK €» DECKER MEG. CO. 


TOWSON, MD. 
Slough, Bucks., England Toronto, Ontario, Canada 


“With the Pistol Grip and Grigger Switch’”’ 


































FEB 14 1930 





Fhe Jobbers Salesman 


The magazine of the wholesale electrical distributor and his salesmen 





VOL. XI NO. 2 











FEBRUARY, 1930 











_TEN YEARS 
in the Electrical 





The staff of THE JOBBER’S S ALES- 
MAN takes pride in presenting to the 
electrical wholesaling industry the his- 
tory of its past ten years and the part 
the paper played in its development 


larly long interval, but after all such things are 

relative, for has it not been said that man’s life, 
as measured by eternity is but the equivalent of the 
almost inaudible tick of a second, and yet man can 
crowd into that brief second, generations of progress 
and development. 

In industry, the same situation can exist, and oddly 
enough, THE JoBBER’s SALESMAN celebrates its tenth 
anniversary at a time when the preceding ten years 
showed more progress, more development and more 
changes than at any other period in history. 

Of all inanimate things, there are two which have a 
definite personality. The one, a corporation, by virtue 


| ~ EN YEARS, as time is measured, is not a particu- 


of law, and the other a publication by virtue of its own 
individuality and that of the men behind it. 
On the following pages are presented those out- 





a 





standing changes §¥the industry which 
have featured the past decade. Behind 
them you will find those features of 
THE JoBBER’s SALESMAN itself which 
have contributed proper thinking and 
constructive assistance to the industry. 
And, included in that section, you will 
find, too, the men who have made it pos- 
sible for the paper to achieve its aims. 

It has been a delight, and not a little 
work to prepare all this data, but in 
presenting it, it is felt that it should in- 
still into every executive, every jobber’s salesman and 
everyone else employed in any capacity in electrical 
wholesaling a renewed pride in their industry and, we 
hope, an added confidence in the paper which is re- 
cording monthly a statement of progress, a paper which 
is conscientiously striving to fulfill the diversified ac- 
tivities of its edi- 
torial policy and a 
paper which never 
forgets that it is def- 
initely committed to 
“The jobber’s sales- 
man, the most im- 
portant man in the 
industry.” 

We sincerely hope 
you enjoy thisissue. 
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” Westinghouse 


The drop in the curve for General Electric for 1930 indicates the number of houses now func- 
tioning as the General Electric Supply Corp. The Westinghouse curve gives the figures on the 
houses which are subsidiaries of the Westinghouse Electric Supply Corp. and does not include 
the Westinghouse-Agent Jobber. 

Dotted lines are approximate figures where actual were not available. 
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Actual Sales of 40 Key Products* 


1922 


. Radio Sets and Parts (excl. tubes)... . $43,570,000 





*Figures were not collected in 1920 and 1921. 


**In the years 1924 to 1927, radio tubes were included in ‘Radio Sets and Parts.’’ 


a separate classification. 


1923 


1924 


1925 


1926 


1927 


1928 


$97,178,000 $116,051,000 $104,286,000 $128,874,000 $149,435,000 $82,931,000** 





Incandescent MEO ysis 0's! 9'4% = S541 idee . 69,169,000 61,389,000 48,123,000 46,324,000 72,647,000 52,326,000 
CSE Se Se ere 27,500,000 35,808,000 31,586,000 31,000,000 32,937,000 35,941,000 44,962,000 
Rubber Covered Wire................ 36,750,000 46,783,000 45,987,000 33,085,000 37,815,000 38,640,000 42,095,000 
MO hs oo a oa sc aig arese dvwh din’ ae ae ee ee he Rae ees A Sea 29,350,000** 
. Electric | ROR re eer 3,778,000 9,115,000 8,774,000 10,560,000 14,916,000 22,424,000 28,820,000 
. All Heating Appliances, Not Otherwise 
EES deco a es kes ce 12,960,000 12,806,000 15,766,000 13,351,000 14,865,000 13,894,000 21,864,000 
py MMII 5. iF oioicas odes. cten Kegs 34,701,000 45,947,000 36,414,000 33,191,000 39,322,000 40,306,000 21,047,000 
. Weatherproof Wire.................. 27,000,000 22,871,000 21,551,000 11,150,000 15,073,000 17,901,000 20,010,000 
. Power Motors and Motor Control 

E uipment ee 5 odd up etss bk whoa oie 12,928,000 13,269,000 10,287,000 7,084,000 9,007,000 10,260,000 16,741,000 
Conduir MRM g's 5) «a, i 5 psc wi0sd 9,476,000 13,995,000 13,589,000 11,290,000 14,450,000 14,058,000 16,254,000 
De NE TO dross os kad eeu be 15,000,000 16,037,000 18,324,000 18,148,000 14,468,000 17,503,000 14,370,000 
Clothes Washing Machines........ . 14,054,000 15,213,000 8,334,000 9,453,000 11,747,000 12,190,000 13,467,000 
Residence Lighting Equipment Cincl. 

Portable Lamps) | EES SAE Ue eee 10,526,000 14,059,000 19,112,000 20,306,000 21,478,000 13,929,000 13,413,000 
Dry Battieties Gincl. radio)... cc ccc econ 5,893,000 15,000,000 18,200,000 23,126,000 18,487,000 12,761,000 
Safety <n EAS dle Say SE eis Oia 7,091,000 9,751,000 9,380,000 11,265,000 13,092,000 14,892,000 11,644,000 
Pole Line Hardware............ ... 12,450,000 12,465,000 11,393,000 8,350,000 8,268,000 13,377,000 11,365,000 
Commercial Lighting Equipment Cincl. 

CCS "Sa ee 10,900,000 15,825,000 11,000,000 11,186,000 10,225,000 10,494,000 10,720,000*** 
Refrigeration Equipment.... . PR Mae: Salyer are os ann g Ce RL dk 2,947,000 4,426,000 9,416,000 
Transformers, Insulators and Other 

Central Station Distribution Equip. 19,092,000 13,575,000 16,221,000 8,630,000 10,752,000 16,312,000 9,373,000 
Panelboards, Power and Lighting..... 4,076,000 8,505,000 7,005,000 6,127,000 6,576,000 6,681,000 8,543,000 
Vacuemtr Cleanets. 20. ol ces ces 7,887,000 8,300,000 4,132,000 3,811,000 2,567,000 8,329,000 8,520,000 
Et eres OES oc cir n.. ud San cose Seeoewowe 7,046,000 7,816,000 7,084,000 2,686,000 7,373,000 8,245,000 
Industrial Lighting Reflectors and 

ipa e Cih Iiin. No a sipastis «sc oP Oebe ula . pabes wena ar See wed cee 7,847,000 9,420,000 7,939,000*** 
Ventilating Equipment.............. 1,344,000 922,000 -—-:1,814,000 2,108,000 -~—- 3,584,000 6,296,000 7,034,000 
[a NE Re SE a - : ae 5,900,000 6,568,000 7,381,000 8,243,000 6,999,000 
Blecetic Piatifans . ... ....ck ics sess oes 8,842,000 10,143,000 6,271,000 5,575,000 4,967,000 7,383,000 5,758,000 
Measuring and Testing Instruments... 3,854,000 3,193,000 3,683,000 1,543,000 2,081,000 1,663,000 4,292,000 
Ng rr 4,573,000 5,430,000 4,827,000 3,820,000 4,698,000 6,497,000 4,284,000 
NE ee Ie i ake shins, 2's m5 oe 3,067,000 2,538,000 2,358,000 3,035,000 2,356,000 2,981,000 3,380,000 
Flashlights and Flashlight Batteries... ....... 5,870,000 4,129,000 4,562,000 4,668,000 5,285,000 3,264,000 
Electric Ironing Machines............ 1,291,000 1,270,000 807,000 3,651,000 3,820,000 4,748,000 2,568,000 
Lightning Arrestefs................. 1,741,000 869,000 4,323,000 2,140,000 1,887,000 2,638,000 1,983,000 
Constructson Toom.................. 844,000 645,000 1,883,000 1,026,000 1,802,000 1,814,000 1,450,000 
Annunciators and Bells.............. 2,500,000 1,189,000 1,362,000 1,387,000 1,542,000 1,937,000 1,389,000 
Fractional H. P. Motors............. 2,166,000 1,706,000 1,782,000 2,174,000 1,336,000 1,447,000 1,170,000f 
Soldering Paste, Commutator Com- 

pounds, TS eS es ae 358,000 567,000 931,000 652,000 915,000 1,283,000 1,147,000 
Portable Electric Tools.............. 500,000 360,000 810,000 945,000 1,638,000 878,000 1,030,000 
Sewing Machine Motors............. .... Re cae tare raid Sree Ae ete a 520,000 632,000 824,000 

Bs gh rr 946,000 123,000 1,208,000 535,000 1,261,000 648,000 656,000 

PROMI Ss lo Slat ive oia-a $510,350,000 $573,240,000 $513,000,000 $531,000,000 $629,200,000 $675,661,000 $610,000,000 


In 1928 this was broken down to show radio tubes as 


***In 1924 and 1925, commercial and industrial lighting equipment were combined under one head, ‘‘Commercial.”’ 
fIn 1924 and 1925, ‘*Fractional H. P. Motors’’ and ‘‘Sewing Machine Motors’’ were combined under the former head. 
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| Then and Now 
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pee to 1920 it was the practice of electrical 

wholesalers to cover vast territories. Today they 
operate in a most constricted section, generally servic- 
ing the city in which they are located and a few 
surrounding territories. The shaded, black map 
shows the territories covered by four representative 
jobbers in 1920, as contrasted (in red) with the pres- 
ent territories served from the same houses. 
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There has been a considerable change 
distribution during the past ten 
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Industrial Central 
Plant Station 


























N 1920 the wholesaler’s customers were pretty well 
limited to contractors, contractor-dealers, industrial 
plants and control stations. At that time the contrac- 
tor-dealer was practically his sole outlet for electrical 
merchandise, and his main source of revenue was from 


the supply line. 
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in the wholesalers’ outlets for retail 
years as these pages show 





















































































































































Electrical 
Jobber 
Contractor Industrial Central 
rer -Dealer Plant Station 
Hardware Chain Furniture Drug 
Store Store Store Store 
Department General 
Store Store 
Radio 
Retailers 











‘PORAY the electrical jobber has a wide variety of 


outlets as shown by the chart above. 


With the 


coming of radio, he realized the opportunities existing 
among the many retail merchants available to him and 
during the past 10 years his progress has been rapid in 
contacting such dealers. 
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an electrical supply and construction business 

in the progressive northwest. The Northern 
Pacific Railroad had recently closed its metallic 
circuit from the Twin Cities to the Coast, turning 
the northern tier of territories into organized states. 
Telephone service, already established in the cities, 
seemed on the verge of great expansion as soon as 
the original Bell patent expired. The carbon fila- 
ment incandescent lamp was making headway 
against the older, too brilliant, sputtering arc lamp, 
and also against the rather intelligent competent 
competition of the gas companies with their efficient 
mantle burners. Electric traction, then a thrilling 
experiment, was already sending tired street car 
horses to the pasture, and threatening the life of 
the powerful cable railways, then in use in the 
Twin Cities. Business was booming and pushing 
the frontier across the plains westward to the 
Rocky Mountains and northward well into Canada. 

"emia: St. Paul, in the ’90s. 


‘HE year 1890 seemed propitious for launching 


Electrical Engineering & Supply Co., 
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“By Morcan Brooks 


Professor Emeritus of Electrical Engineering, 
University of Illinots 


There were still to be seen some spectacular 
sights of pioneer days. Lumberjacks in brilliant 
mackinaws and Indians, from neighboring reserva- 
tions, in blankets and deer skins attracted scant 
notice on the city streets. I remember meeting 
Sitting Bull, John Grass, Gaul and other Sioux 
braves when they appeared in St. Paul to pay their 
respects to that adventurous fur trader, General 
Sibley, first governor of the “Territory of Minne- 
sota.” Even in 1890 venison sold as cheap as beef, 
and the dairymen were not organized to charge 
more than five cents per quart for whole milk; buf- 
falo robes were still in evidence although the buffalo 
was nearly extinct; stern-wheel steamers still called 
attention to the navigability of the Mississippi; 
river booms gathered great logs for the sawmills 
of Minneapolis; the Falls of St. Anthony had not 
wholly ceased to provide a spectacle of beauty. 
St. Paul had just banned the splendors of the ice- 
palace, glowing translucently with arc lamps of the 
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eighties, because it tended to 
divert travel towards Sioux 
City, which, although equally 
arctic, sported an annual corn- 
palace. 

As an offset to this pioneer 
picture, in all fairness it should 
be noted that the principal busi- 
ness and residence streets of 
Minneapolis and St. Paul were 
smoothly paved with wood 
blocks or with asphalt; that 
fine office buildings boasted 
batteries of from two to six 
hydraulic elevators each; that 


Mlerchandising 





Oh Yeah! 
Dear Sir: July 7, 1914 


Your expense book for Monday, June 
29, shows an item of expense, breakfast, 
60c. In the first place, we think this 
should not be charged to us because you 
ought to have had your breakfast at 
home on that day; and in the second 
place, we would like to know how a man 
can spend 60c for breakfast. 


Your expense book for July 1, shows 
an item, supper at Waukesha, 65c. Is 
this correct? That was the day you 
were to get your supper at home. Please 
advise if you did not make an error in 
making that charge. 

(Ed. Note:—The answer to this old 
letter will be found on page 58). 








Chicago, handicapped by 400 
miles as to westward and north- 
ward shipments from the Twin 
Cities. Prompt shipments from 
a well selected stock would en- 
sure success. With the rela- 
tively short list of items then 
standard no great initial capital 
seemed necessary. A _ carload 
of diversified sizes of line wire 
was surely a safe stock, and 
yet the first large order called 
wire, for the 
series arc circuits of a small 
city, than our carload provided. 


for more No. 6 














elaborate park systems were 
already in the making; that banks and hotels ri- 
valled in style of appointments those of eastern 
cities; that Pullman equipment of the many com- 
peting lines to Chicago even then excelled that of 
eastern trunk lines. An interurban electric railway 
was projected to be operated from a power trans- 
mission line quite ten miles long. These were the 
glorious days when passes were freely offered ship- 
pers to secure their freight business. 

In this setting an electrical supply business had 
an assured future. As a starter there were electric 
bells and burglar alarms to install in residences; 
annunciators and district-messenger type call-boxes 
in hotels, not yet educated to individual telephone 
service. The continued use of electric gas-lighting 
equipment foretold, even though it delayed, the 
introduction of the more convenient electric light- 
ing. New buildings were being wired, even though 
situated beyond the limits of electric service. 

Minneapolis was a primary market for poles, and 
manufactured crossarms, pins and brackets, also the 
wood cleats and mouldings then in general use for 
exposed wiring. Competition would be chiefly from 


When this size was replaced 
in triple quantity future wire orders seemed to 
avoid No. 6. In carbon filament lamps candle 
powers ran from 2 to 32, voltages from 50 to 120, 
and bases included not only the Edison, but also 
Westinghouse, Thomson-Houston and Brush-Swan. 
The lamp manufacturers were unable to produce 
110-volt lamps without considerable variation, and 
when a large unsold stock of say 106 volt lamps 
was collected the Edison Co. would mark a few 
generators 106 volts, and say that this machine 
must serve lamps of that voltage only! It was also 
current knowledge that a Westinghouse lamp could 
not be operated on an Edison dynamo! There re- 
sulted considerable confusion among customers as 
to type of lamp to order. Adapters proved one 
solution of the socket-base difficulty, but there was 
also the expedient of keeping in stock uncapped 
lamps, and cementing on bases to meet orders re 
ceived. 

Prior to the introduction of electric fixtures the 
customary support for a socket and lamp was a 
length of inferior lamp cord depending from the 
exposed ceiling wiring, or (Turn to Page 152 
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Some Views of 
Jobbing 


7 
wie nm ON 88 seen auee ae 


| " Mi A, mms ck came a ness: 


Commercial Electrical Supply Co., 
St. Louis, as it was in 1905. 


An old view of the Gertler Elec- 
Indianapolis Electric i tric Co., New 
Supply Co., now the York, as it 
General Electric Sup- looked in 1916. 


fow the Illinois Electric Co., 

Chicago, looked at the beginning 

of the century. 
Note the old fashioned chandeliers 
in this 1912 view of George B. 
Vasen’s electric shop at Quincy, IIL, 
now one of the leading jobbers 1n 
that city. 


A modern note is introduced in the pic- 
ture on the left showing the splendid 
quarters of the Revere Electric Co., Chi- 
cago, which has a beautiful store front 
and city display, most unusual offices and 
every modern warehouse convenience and 
facility. 
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Old and New 


Houses 





















The new home of the General Elec- 
tric Supply Corp., Indianapolis, as 
contrasted with the one on Page 14. 


The present 
home of the 
Westinghouse 
Electric Supply 


Co. 
| Below, the modern floor 
. layout for the city sales 
* 7 department of the Gert- 


ler Electric Co., New 
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Above, the new 
home of the 
Metropolitan 
Electrical Dis- 
tributors, New 
York. 













An interior view of the display room 
of the Westinghouse Electric Supply 
Co., Chicago. 


N these two pages is illustrated some old 

warehouses as contrasted with the same new 
warehouses and interiors. It is quite obvious 
that electrical wholesalers have made great 
strides in their appreciation of efficiency and 
proper display compared to simply securing a 
place in which to do business. The “modern 
warehouse has every facility for handling and 
shipping stock as well as displaying merchandise 
and functioning in a capable fashion throughout 
the office. 








The old home 
of the Metro- 
politan Elec- 
trical Distribu- 
tors, New York. 
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Frederic P. Vose 


‘HE present Association was organized on Febru- 
ary 12, 1898, under the name of the Electrical 
Supply Dealers’ Association as the outgrowth of 

a meeting organized by W. W. Low, W. N. Matthews, 
Roger Scudder, Joseph Franklin, Charles E. Browne and 
Franklin Overbagh. The first president was Mr. Low, 
W. N. Matthews was vice-president, Charles Browne, 


treasurer, and Thomas S. Stacey, secretary pro tem. 


Frederic P. Vose later made 
astounding salary of $250 per year. 

The second meet- 
ing was held in 
Chicago on March 
25, 1898, and at 
that time those at- 
tending included 
jobbers from Cin- 
cinnati, Milwaukee, 
and_ Indianapolis. 
The east also 
giving evidence of 
interest as were 
the manufacturers, 
many of which at- 
tended the meeting. 

In October, 1900, 
Secretary Vose re- 
signed and early in 
1901 Franklin Over- 
bagh accepted the 
general 

which he 
until 1928 


was secretary at the 


was 








position of 
secretary 


held 


F. S. Price 


Chas. E. Browne Franklin Overbagh 


when he was relieved of the exacting routine and made 
permanent treasurer, E. Donald Tolles having become 
executive secretary in 1927. He is now Managing 
Director of the Association. 

In 1908, the name of the organization was changed 
to the Electrical Supply Jobbers’ Association, but in 
June, 1928, it again was revised to its present name, the 
National Electrical Wholesalers Association. 

Since its humble beginning in room G-63 of the Great 
Northern Hotel, Chicago, the Association has made 
great strides. 

On this page is 
presented (at the 
top) four of the men 
who were active in 
the original organi- 
zation. These names 
are familiar to all in 
the electrical jobbing 
industry and _ their 
contributions to it 
are of a most per- 
manent nature. 

The six men 
shown on the left 
represent part of the 
executive committee 
which attended the 
meeting ten years 
ago this month. At 
that time, Ainslie A. 
Gray was publicity 
counsel. 








Warren Bickford 
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N.E.W.A 
all 
Wiring | Outdoor Const. Power Apparatus 
Supplies Materials & Assn. Lines 
Division Division Division 
| ° ’ 

E. J. Coyle | C.J.Litscher C.B. Peck 
Chairman | Chairman Chairman 
Trade Better Trade Better Trade Better 
Relations Selling Relations Selling Relations Selling 
Market Market Market 
Study Study Study 
| ] L 

Lamp and 
Lighting aseretenintite. Rasie 
Ritleieds Division lice 
% 
FEM.Bernardin E.C. Graham J.A Duncan 
Chairman | Chairman Chairman 
Trade Better Trade Better Trade Better 
Relations Selling Relations Selling Relations Selling 
Market Market Market 
Study Study Study 



































HIS chart shows the method in which 

the six divisions of the National Elec- 
trical Wholesalers Association now function. 
It will be noted that each one of these divi- 
sions is broken down into three committees: 
Trade relations, better selling and market 
study. Such a set-up not only produces equal 
distribution of work among the members of 


the Association, but also results in more an- 
alytical reports on the various subjects stud- 
ied by the individual committees of the divi- 
sions. 

The Association has made great strides dur- 
ing the past 10 years and this present com- 
mittee set-up (one of its latest developments) 
is a guarantee of its future welfare. 
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CCORDING to the latest 

L®% available manufacturing sta- 

‘ tistics supplied by the U. S. 
Bureau of the Census for the year 
1927, the electrical industry is one 
of the leading industries in the 
country. The manufactured value 
of products in the electrical indus- 
try approximates two billion dol- 
lars. ‘his includes electrical ma- 
chinery, apparatus and supplies ; 
gas and electric fixtures ; mechan- 
ical refrigerators; washing ma- 
chines, driers, etc. Attention is 
called to the fact that in the two 
billion dollar figure covering the 
manufactured value of electrical 
goods, radios are not included, nor 
are other electrical goods included 
which are not covered by the 
above classifications. — Further- 
more, the figures cover only 2,355 
manufacturing establishments pro- 
ducing goods valued at $5,000 or 
more. No firms are included 
whose production was less than stated. 

When you add to the two billion dollar figure the 
manufacturers’ selling costs plus the wholesalers’ and 
retailers’ margins, the enormity of the electrical industry 
becomes at once apparent. 

Some of the electrical goods take the form of ma- 
chinery and equipment and others assume the shape of 
consumption goods. There are therefore two kinds of 
consumers of electrical goods—the industrial consumers 
and the ultimate consumers. The industrial consumers 
comprise all of the manufacturers, mine operators, oil- 
well supply companies, and other large consumers who 
buy electrical goods either for further processing or for 
the purpose of producing other manufactured goods. 
There are approximately 192,000 manufacturing estab- 
lishments, most of which are prospects for some clec- 
trical goods. As far as electrical products which are 
intended for the home are concerned, the number of 
active and prospective users veritably runs into millions. 
Just how many there are of such ultimate consumers 
no one knows. The market for such goods is, however, 
constantly expanding. 

No matter what method of distribution is employed 
by the manufacturers of electrical goods, one thing -re- 
mains certain, and that is that the wholesaling function 


the amount 





By THEODORE H. BECKMAN 


Professor of Marketing, Ohio State University. 

Also, in charge of the Wholesale Division, 

Census of Distribution, Department of Com- 
merce, Washington. 






— The /uture of 


must be performed. It cannot be 
eliminated although it may be 
shifted about. When a manufac- 
turer attempts to sell direct to 
retailers, he merely goes into the 
wholesaling business himself. By 
no means does he eliminate the 
wholesaling functions of maintain- 
ing an adequate supply of a com- 
plete assortment of merchandise, 
of performing the selling func- 
tion, of extending credit, and of 
rendering all the other services 
which normally fall in the whole- 
saler’s province. 

It seems, therefore, that the real 
problem does not concern itself 
with the elimination of wholesal- 
ing. Wholesaling is here to stay. 
‘The functions of wholesaling are 
just as important today as they 
ever were. In fact, numerous in- 
stances may be cited where the im- 
portance of wholesaling has in- 
creased or where the need for 
wholesaling has become even keener than in the past. 
‘The real problem is to determine just who can perform 
the wholesaling function with the greatest efficiency and 
at the least cost. This is the crux of the problem at 
hand. It is not a question of whether or not the whole- 
saling function is essential. Rather is it a question of 
who is best fitted to engage in the performance of such 
a function. 


N impartial observer now recognizes several signifi- 
4 i cant tendencies. Some of these tendencies are dis- 
tinctly unfavorable toward the electrical wholesaler. On 
the other hand, there are a number of factors which 
tend to strengthen the wholesaler’s position. It is be- 
lieved that a brief statement of these tendencies or fac- 
tors may prove useful in portraying the picture as it 
now is. 

first among the unfavorable factors is the increasing 
number of mergers among manufacturers. This seems 
to be an age of mergers and consolidations. It is pos- 
sible that investigations now being undertaken by the 
Federal Trade Commission into some of the mergers 
may stop the movement short. Furthermore, some of 
the mergers have not proved very successful, certainly 
not as successful as had been anticipated. Some of the 


anergers are merely instruments for financial manipula- 
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tions. But to the extent to which 
mergers are based on economic 
grounds, to that extent they may 
result in more economical opera- 
tion and larger scale of produc- 
tion. When several manufactur- 
ers combine, they may not only 
produce more of a given com- 
modity, but they may also manu- 
facture a larger variety of mer- 
chandise. Under such conditions 
there is a tendency for manufac- 
turers to attempt to reach out directly for the retailer’s 
business and to perform the wholesaler’s function them- 
selves. 

There is also a tendency for retailing to be conducted 
on a larger scale. Mail order houses have gone into 
the over-the-counter business. They have established a 
number of chain stores which sell large quantities of 
electrical goods. Many retailers have combined for group 
buying purposes. A number of manufacturers are even 
establishing their own stores. An interesting case in 
point is that of the tire and rubber companies. There 
is now a tendency for such manufacturing organiza- 
tions to organize their own retail establishments. Many 
such stores also sell electrical goods. It is not unlikely 
that, if the experiment proves successful, electrical goods 
sold by such stores will be purchased through a cen- 
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ectrical /t holesaling 


The weaknesses of wholesaling are by no 
means inherent, consequently there is no 
valid reason why the electrical wholesaler 
should not progress into a brighter future 


tralized organization which will perform all or most 
of the wholesaling functions, thereby supplanting the 
regular wholesaler of electrical goods. 

Another tendency is to be discerned in the automobile 
trade. A number of automobile distributors are now 
going into the radio business. Apparently this attempt 
to combine radio business with automobile sales is made 
in order to even out the peaks and depressions in auto- 
mobile distribution. Just how successful this experiment 
will be, no one can tell. It is extremely doubtful, how- 
ever, whether it will prove as satisfactory as automobile 
distributors seem to believe at the present time. 

Finally, the growing competition among manufactur- 
ers of electrical goods may lead some of them to the 
establishment of their own wholesale houses. They may 
even go so far as to organize retail selling branches. 

It is not an altogether new and (Turn to Page 156) 
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This Modern Home of the General Electric Supply Corp., Chicago, Is Proof Indeed of the Solidity with 
Which the Jobbers Are Building for the Future. 


aa 





RL. Ao. RE 


FEBRUANY, 1930 


19 






The Biographies of 117 Leading 
Wholesale Executives Have Been 
Published by THE JOBBER’S SALES- 


MAN. The Titles Given are those 
Held When the Stories Were Pre- 


sented 








LEXANDER,~ Earle, president, Foreman, Hugh Q., treasurer, Sibley- treasurer, Mid-West Electric Co., 




















































Alexander & Lavenson Electrical Pitman Electric Corp., New York. Omaha. 

Supply Co., San Francisco. Fullerton, F. W. L., president, Fuller- Keatley, E. M., president, Virginian 
Andrae, H. P., president, Julius An- ton Electric Co., New York. Electric, Inc., Charleston. 

drae & Sons Co., Milwaukee. *Garron, L. V., manager, Philadelphia Ketcham, Frank A., general manager, 
Averill, F. N., president, Fobes Sup- Electric Co., Philadelphia. supply department, Western Electric 

ply Co., Portland. Gilham, P. C., president, Gilham Elec- Co., New York. 
Avery, Oscar, president, Avery & tric Co., Atlanta. Kline, J. L., president, Western Light 

Loeb Electric Co., Columbus. Goodell, H. N., district manager, Gray- & Fixture Co., Los Angeles. 
Bernardin, Frank M., president, B-R bar Electric Co., Kansas City. Kranzer, William J., vice-president, 

Electric Co., Kansas City. Graham, E. C., president, National Crannell, Nugent & Kranzer, New 
*Bibbins, Tracey E., president, Pacific Electric Supply Co., Washington. York. 

States Electric Co., San Francisco. Green, M. T., secretary and treasurer, -Lafferty, Fred G., vice-president and 
Bickford, W. I., secretary and treas- Crescent Electric Co., Detroit. general manager, A. T. Knowlson 

urer, Iron City Electric Co., Pitts- Gundlach, H. J., general manager, Co., Detroit. 

burgh. Mine & Smelter Supply Co., Denver. Laird, R. M., president, R. M. Laird 
Blue, Walter S., vice-president and Hall, C. B., president, Illinois Electric Electric Co., Minneapolis & St. Paul 

treasurer, Columbian Electrical Co., Co., Los Angeles. Electric Co., St. Paul. 

Kansas City. Hardey, Edwin F., president, Central Latham, E. B., president, E. B. Lath- 
Brown, Norman §S., president, Brown States Electric Co., Kansas City. am & Co., New York. 

& Hall Supply Co., St. Louis. Harris, David, president, Pacific States Lawrence, F. D., president and gen- 
*Browne, Charles Edward, president, Electric Co., San Francisco. eral manager, F. D. Lawrence Elec- 

American Electrical Supply Co., Hartley, Ross, president, Electric tric Co., Cincinnati. 

Chicago. Corp., Los Angeles. Litscher, C. J., president, C. J. Lit- 
Buchanan, J. L., president, Wesco Harvey, N. G., vice-president, Illinois scher Electric Co., Grand Rapids. 

Supply Co., St. Louis. Electric Co., Chicago. OW, W. W., president, Electric 
Burns, John H., treasurer, McCarthy Hawley, C. B., vice-j resident and gen- Appliance Co., Chicago. 

Brothers & Ford, Buffalo. eral manager, Inter-Mountain Elec- McCullough, W. T., president, W. T. 
Byrne, Harry, president, North Coast tric Co., Salt Lake City. McCullough Electric Co., Pittsburgh. 

Electric Co., Portland. Hayes, M. J., secretary and treasurer, McGraw, Max, president, The McGraw 
Cabell, T. B., president, Cabell Elec- Electric Appliance Co., Chicago. Co., Sioux City. 

tric Co., Jackson, Miss. Hearl, A. F., vice-president and treas- McKinlock, George A., president, Cen- 
Churchill, C. R., president, Electric urer, American Electrical Supply tral Electric Co.. Ch icago. 

Appliance Co., New Orleans. Co., Chicago. Marker, Van N., president, Revere 
Coghlin, J. P., president, Coghlin Herstein, W. R., vice-president, Elec- Electric Co., Chicago. 

Electric Co., Worcester, Mass. trical Supply Co., Memphis. Milner, George S., general manager, 
Cole, Arthur J., vice-president, The Hill, C. Phillips, president, Doubleday- Erner Electric Co., Cleveland. 

McGraw Co., Omaha. Hill Electric Co., Washington. Moock, P. E., president, Moock Elec- 
Cooper, John J., vice-president and Hillis, C. C., vice-president and gen- tric Supply Co., Canton, O. 

general manager, Mountain Electric eral manager, Electric Appliance Morris, F. R., vice-president and gen- 

Co., Denver. Co., San Francisco. eral sales manager, Robertson-Cat- 
Cullinan, G. E., general sales mana- Hirsch, Leo L., president, Electrical aract Electric Co., Buffalo. 

ger, supply department, Western Supply Co., New Orleans. Nagel, W. G., chairman of board of 

Electric Co., New York. Hoagland, Walter, central district directors, — States General Elec- 
DeLano, R., vice-president and gen- manager, Western Electric Co., Chi- tric Suppl Toledo. 

eral manager, Commercial Electrical cago. Nebelthau, Heo? W., president and 

Supply Co., St. Louis. Hobson, Harry E., president, South- general manager, Peerless Electrical 
Downing, H. C., owner, House of _ west General Electric Co., Dallas. Co., Minneapolis. 

Downing, Des Moines. Hogan, W. M., general manager, Oblinger, R. P., president, Indian- 
Downs, B. B., president and treasurer, Great Northern Electric Appliance apolis Electric Supply Co., Indian- 

St. Paul Electric Co., St. Paul. Co., Minneapolis. apolis. 
Duncan, J. A., vice-president, Illinois OCKERS, W. J., vice-president, Olsen, John R., vice-president and gen- 

Electric Co., Chicago. Great Northern Electric Appliance eral sales manager, Central Electric 
Eisemann, F. R., treasurer, Revere Co., St. Paul. Co., Chicago. 

Electric Co., Chicago. Johannasen, J. G., president and man- Overbagh, Franklin, general secretary, 
Esler, Henry A., president and treas- ager, Southern Electric Co., Balti- Electrical Supply Jobbers’ Associa- 

urer, Missouri Valley Electric Co., more. tion, Chicago. 

Kansas City. Johnson, Claude W., president, John- Parr, McKew, president, Parr Electric 
Farr, William, Sr., president, Piedmont son Electric Supply Co., Cincinnati. Co., New York. 

Electric Co., Ashville. Johnston, George W., president and *Deceased. (Turn to Page 158) 
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OWARD Ehrlich, Charles Forbrich, and 


Frank Merkel started THe ToBBErR’s 
SALESMAN in February, 1920, with 


nothing more tangible to show than a 
“Dummy” book and an idea, the latter being 
that ‘“The salesman of the jobber is the most 
important man in the industry.” 

Sixty manufacturers purchased 40 pages of 
space in that first issue which action was su 
preme evidence that the field which the paper 
was to cover was in need of such a publica 
tion. Its growth has since been most rapid. 





Coit A. (Duke) Smith 
Field Editor 





The Original Staff 
Reading from Left to 
Right: Charles W. For- 
brich, Vice-President 
and Treasurer; Frank 
Merkel, Secretary and 
General Manager; 
lloward Ehrlich. 


Pre cident. 


publishes not only 


Today, the company 
THE JOBBER’S SALESMAN, but also ELECTRICAL 
ConTRACTING, MILL Suppuiies, and Mini Sup- 
PLIES CaraLoG Anp DiIREcTory. 


On October 4, 1924, Mr. Merkel passed 
away. His untimely death was a genuine 
blow to his associates and his place has been 
hard to fill. 

(On the following pages is presented the 
present staff of the company followed by an 
outline of our own activities in the electrical 
wholesaling industry. 





Victor A. Hanson 
Eastern Editor 


W. J. McLaughlin 
Editor, The Jobber’s Salesman 
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D. G. Pilkington G. E. Pomero 
Manager, New York Office ¢ Manager, Cleveland Office 


H. W. Young 


General Sales Manager 
All Publications 





R. D. Cummings 
Western Manager 
The Jobber’s Salesman 


E. N. Grantvedt 
Advertising Manager 
Mill Supplies 


_™®, mz 


W. B. Heaps A.R.Carrington,Jr. J. J. McNevin 
Frank P. Kottra Western Megr., Eastern Rep., ’ Eastern Rep., H. W. Barclay 
Mgr., Circulation Dept. Electrical Cont. Electrical Cont. M. S. Cat. & Dir. Mdse’ing Counsellor 


& 


J. E. Higgins . S. Crane 
Bie Eastern Rep., The estern Rep., 
A. G. Dickinson Jobber’s Salesman M. S. Cat. & Dir. H. M. Shock 
Advertising-Copy Dept. , ; Art Director 


i : Eastern Representative, 
Ei ” Mill Supplies 


J. S. Corby Elsie Stover H. R. Mosnat 
Mdse’ing Counsellor Megr., Auditing Dept. Mgr., Research Dept. Mgr., Prod. Dept. 
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GREATER SIMPLICITY... FEWER PARTS... 


Quicker, Easier Renewals are Features of the New 


UNION 


Ferrule Type Renewable 


FUSES 


SERS who have seen the new ferrule 

type Union Renewable Fuse declare 
it the simplest, most practical, easiest fuse 
to renew. 
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Caps are one piece, insuring 
positive contact with the clips. 


A 




























































Besides the link there are only 
three parts—two capsand the casing. 
And the caps have no loose washers 
to drop or lose. To renew, simply 
unscrew the caps—pull out the link, 
insert a new one, screw on the caps 
—and the fuse is ready for service. 

It is designed to withstand blow- 
out after blowout—reducing yearly fuse 
costs. Venting which relieves the pressure 
caused by the blowing of the link, and 
makes long life possible, is secured by an 
exclusive method—through the end caps, 
not the threads. 

The link is held diagonally in the heavy 
horn fibre casing—keeping it from touch- 
ing and charring the fibre, or interfering 
with the accuracy of the rating. The link is 
supplied bent at only one end. The straight 





The knife-blade type Union 
Renewable Fuse also has an ex- 
clusive system of venting, few 
parts, substantial construction 
—and a link notched at both 
ends to permit quick, easy re- 
newals. These features and the 
rugged grey horn fibre casing a 
are a guarantee of longer fuse x 
life—a new fuse for the price 


of a link. 


end is inserted in slots and bent over, in- 
suring correct fit automatically. Slots are 
large for easy cleaning and inspection and 
are so shaped that the link can not twist. 

Jot down a sample order for use on a few 
of your most troublesome circuits. Actual 
use will prove these superiorities. We will 
be glad to tell you which wholesalers handle 
Union Renewable Fuses in your territory. 


ELECTRIC COMPANY 


1519 South Laflin Street, Chicago, Ill. 
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The Offices 


Below: Office of 7 Ai [ 1 Below: Office of 

Howard Ehrlich, | 2 gaae Mids all Charles Forbrich, 

President of the age |: ie ee | ‘4 Vice-President of 
Company. ae | i } 4 the Company. 


4 . < Center (Be- 
Center: Of- se ‘ low): Office 
fice of W. J. . of Henry W. 
Mc Laughlin, i a Young, Gen- 
Editor. ; eral Sales 
| Manager. 


Below: Gen- ——_——— : | Below: Cir- 
eral Office. ' culation De- 
partment. 











Above: Art . Above: _ Ad- 
Department. a - 1 vertising- 

. ; = Service De- 
Right: Audit- fd ;* partment. 
ing Depart- . F . 
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—assurance of “Better Wiring Work” 


Every item in the complete line of A. C. L 
Company wiring materials has been carefully de 
signed by practical men-—every item is manufac 
tured from the best raw materials available 

For 42 years A. C. L. Co. has been serving the 
electrical trade. Our products will be found in 
many prominent buildings throughout the country 

put there because the builder demanded wiring 
materials that would perform their part in making 
the structure permanent. 


It is an advantage to*handle “Better Wir 





1S88— “serving the electrical trade for 42 years’’— 1930 


ing Materials’—materials that are efficient in per 
formance—and at the same cost as other good 
roughing-in materials. 

We back you always with sales helps 


The List of “Better Wiring Materials” 


“Xduct” and “Electroduct”—Rigid Conduit 

“Red Seal” Armored Bushed Cable (Licensee Pat. 
1687013—other pats. pend.) 

“Red Seal’ Metallic Flexible Conduit 

“Loomflex”—Non-metallic Flexible Conduit 

“Loomflex Cable”—Non-metallic Sheathed Cable 

Boxes and Fittings—A Complete Line. 











AMERICAN CIRCULAR 


LOOM COMPANY 


90 WEST STREET, NEW YORK 
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Editor, Electrical Contracting 


A. M. Morris 


Gen. Manager, Mill Supplies and 
Mill Supplies Catalog & Directory 


A. E. Paxton E. J. McOsker 
Editor, Mill Supplies Editor, Mill Supplies Catalog 
& Directory 
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The «Royal Standard” Family introduces 
entirely new thought in electric range design 


Although only recently introduced, the “Royal” 
Family of Standard Electric Ranges has already 
become widely known for the radically different 
thought embodied in their design and construction. 


The simplified wiring system itself is a distinct in- 
novation. In fact, the Royal Standards could almost 
be called “wireless” ranges. Servicing is so reduced 
as to be almost eliminated. 


The flowing streamline effect is heightened by con- 
cealed door-hinges and absence of visible bolt-heads. 
...» Full use of the aluminum-lined oven is achieved 
by recessing oven burners .... The design also per- 
mits maximum cooking top size. 


THE STANDARD ELECTRIC 





STOVE COMPANY, 


The “Royal” Family now includes the “Royal Stand- 
ard”, “Royal Queen” and the new “Royal Princess”, 
permitting a wide selection as to size and arrange- 
ment, in full automatic, or with temperature control, 
or non-automatic. Produced complete, including 
porcelain enameling, in the Standard plant, insuring 
complete control of quality. Beautiful electric ranges 
of utmost efficiency and proved ready salability. 


A jobber-dealer policy 


Standard has a definite jobber-dealer policy — and a truly 
complete line of electric cooking equipment. Write for cat- 
alogue and specific information on the “Royal Standard” 
and other Standard Electric Ranges. 


TOLEDO, OHIO 


98 THE JOBBER’SMJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





Secretarial and Office Force 


Adelyn Lutz Elizabeth Williams Esther Svoboda Adalin Padway 
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STEELTUBES [E. M. T.}* has the same 
inside diameter as heavy conduit. Made in 
three sizes [%" 34" and 1"} with diameters 
and wall thickness shown above. One coup- 
ling furnished with each ten-foot length. 
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Heres Where You 


Save Time! 


I? in the tight place more than anywhere else 
that STEELTUBES saves time on the wiring job. 


Note the short bend in the picture. Here’s a 
smooth, even bend in a six-inch length of tubing 
.... on a four-inch radius. It was an easy bend 
to make .... easy to connect up. No threading. 


This photograph was taken in a fine home 
where 4700 feet of STEELTUBES were used for 
concealed work. 


The use of STEELTUBES for concealed as well 
as exposed work, is well worth thinking about. 


Electrical Division 


STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


“ * STEELTUBES Electrical Metallic Tubing ) 
OCF is threadless, strong, light and easy to handle. Costs 


less to buy. Saves time and money on the job. 


ceeltubes 
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Manufacturers Eligible « 
JULY PART 


Read Carefully 


Over 5,500 Jobbers’ 

Salesmen Have Filled 

Out These Score Cards 
Since 1925. 


wholesaling industry a “Summer Slump” caused, 
quite obviously, by the natural tendency of all 
to ease up during July and August, and “what can we, as 
publishers do about it?” was a question to which a great 


| NOR YEARS there had existed in the electrical 


deal of thought was given by the staff. In 1925, it was 
decided to launch a “Summer Sales Prize Contest” 
which, if successful could be an annual feature of THE 
Jopper’s SALESMAN. The suggestion met with instant 
favor among sales managers and the jobber’s salesmen 
themselves, and that year the contest closed with a re- 
ported volume of business to the amount of $300,000. 

Since that time over 5,500 jobber’s salesmen have 
competed in the annual contest for prizes which have 
totaled nearly $10,000 during the five years in which it 
has run, and the volume reported has leaped from 
$300,000 in 1925 to the astonishing figure of $944,000 in 
1929. The popularity of the contest in general is well re- 
flected in the opinions of the men here expressed. 

Cuas. H. Wetcensanc, Sales Manager, Hyland 
Electrical Supply Co., Chicago.—A systemized cam- 
paign of selling, built around a definite objective, carry- 
ing with it the incentive of national competition, is to 
my mind the finest means of focusing the attention of 
the jobbers’ salesmen upon certain lines. 
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Annua 


A feature of the paper since 
of the men who have competed 
helping materially to elimi 


* 


So many campaigns fail for no other reason 
than that incentive, stimulation, or objective are 
not provided. They start with the old prescribed 
method of “Well, boys—this week we're going to 
push Blahas Products.” They lack the definite. 
They don’t provide stimulation. 


The “Annual Sales Contest” of THE JoBBER’s 
SALESMAN has a touch of the romantic—the com- 
petition of many—the thrill of the winner in know- 
ing that he outsold every other salesman not only 
in his organization, not only his city, but nationally 
he is a winner. Try to match that for incentive in 
anybody’s plans, 

I have always entered every salesman of the Hy- 
land Electrical Supply Company in the summer cam- 
paign because I believe that it peps him up at a time 
when he most needs it. At every one of our weekly 
sales meetings I go over the sales records of each man, 
see how he stands in every line, and we talk over plans 
of increasing his sales. We have a campaign of our 
own to tie in with THE JoBBER’s SALESMAN contest, 
and I know from personal records that we have in- 
creased sales on items on which ordinarily we would 
make no special effort. 

The very rules of THE JoBBER’s SALESMAN require 
that a record be kept by the salesman of all his sales. 
This fact causes the entrant to focus his attention on 
his records, and whether he is doing a job or not is very 
forcibly brought to his attention by his own figures. 
If a man can see for himself that his sales are low, it 
doesn’t take long before he realizes the necessity of 
making up in certain lines. 

I have always felt that periodical campaigns are 
good—that they provide a healthy spirit—an outside in- 
terest. I believe honestly that THE JoBBER’s SALESMAN 
summer campaign has the best plan for conducting a 
contest, and certainly intend to see that my own men 
put every ounce of pep into their sales effort during 
the contests. 

S. H. Woresen, Salesman, Westinghouse Electric 
Supply Co., Detroit—From close observation, I find 
that the first requisite of a good, alive jobber’s sales- 
man is contact with the customer. By that I mean, not 
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Sales Contest 


1925 1s here discussed by some 
in this annual contest which ts 
nate the “‘Summer Slump’’ 


the ordinary greetings “Hello, Bill!—How are you?— 
anything on the list today >—No?—Well, so long, I’ll see 
you later.” On the contrary, I find that the salesman 
who pays a regular call—not too frequent, but as the 
occasion or account requires—and who has something 
new of a constructive nature to offer, other than the 
time-worn “weather” report, is the man who invariably 
is welcomed, and who is really eagerly looked for by 
most buyers. 

A sample of a new product; some interesting facts 
about a certain article in which you know your prospect 
is interested; a new way to install a certain fitting— 
these are but a few illustrations with which a salesman 
can gain “entree” to an otherwise bored buyer, con- 
tractor or factory master mechanic.’ I often go over 
my company’s list of major supplies which I know my 
prospect uses or can use, merely to refresh his memory. 
I have received many an order in just that way. 

Another method I employ is to gain the good-will of 
the telephone operator at an industrial plant to the 
extent of learning some- 








Chas. H. Weicen- 
sang, Sales Man- 
ager, Hyland 
Electrical Supply 
Co., Chicago, Is 
an Enthusiast on 
the Contest. 





portunity of enlisting and using the assistance of a 
manufacturer’s representative if it can be obtained. I 
have closed many a deal by having such a man on the 
job to explain this and that feature about some article. 
In the majority of cases, you will find that the master 
electrical engineer is constantly on the 








thing about my buyer as |No, of Hundred 
regards personal pleasures, | Thousands 


lookout for new ideas, labor-saving 
devices, etc., which can be fully ex- 
















: 10 : 
such as golf, boating, fish- iia plained by a factory representative 
ing, etc. Armed with this | 9 Lreported by salesmen who specializes in that particular 
in ormation, casually Jobber's Salesmanis eld. 
mention it to him and note 5 |-“SummerSales The sales contest sponsored by 
how interested he instantly | THE Jopper’s SALESMAN ties in with 


becomes when I speak of | ning. 
his “hobbies,” thus gaining | 6 
a better reception. 

By all means be a man 
of your word. Take a per- 
sonal interest in his prob- 
lems. Try to show him 
how you can make his job 
easier. Sell yourself to 
your prospect first, after 
you have sold yourself to 
your own company and the 











1925 









1926 1927 1928 1929 1930 


the above and is one of the best stimu- 
lating, go-getter ideas of which I 
know. It creates a desire to show the 
| other fellow what you can do if you 
put your mind to it. It created keen 
| competition among the salesmen in 
| our organization. Every day one 
could hear remarks as to how much 
he had sold of that particular line in 
which he was entered in the sales con- 
test. Our attention was drawn to it 
at our weekly sales meetings; our 
sales manager was aware of the in- 

















products you are selling, 
you are bound to win out 
in the end. 

I never overlook the op- 
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This Chart Shows the Growth in Popu- 

larity and Influence of the Contest. In 

1930 the Volume Should Be Well Over 
$1,000,000. 





terest displayed; our monthly sales 
showed a substantial increase; our 
(Turn to Page 145) 
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Vital 


higures 


of the INDUSTRY 


NE of the greatest 
contributions a pub- 
lication can make to 
the industry which it is 
serving is to collect, an- 
nually, figures giving the 
volume of business done in 
the commodities 
handled in that industry. 
It was, of course, known 
that no agency had ever at- 
tempted to such figures in the electrical 
wholesaling industry, so just as soon as THE JOBBER’S 
SALESMAN was geared to handle such a task, the ma- 
put into motion and _ the statistics 


various 


collect 


chinery was 
eathered. 

In order to secure worth-while results it was neces- 
sary to assume a vast amount of detail work. Forty 
key products were determined which would reflect 
the entire picture. To secure sales on this list of 40 
commodities, it was imperative that a representative 
list of electrical jobbers throughout the country be 
compiled, and this was no small task as none were 
available. It was, however, immediately done, and 
were then sent the executives 
requesting definite figures. 

The jobbers were quick to realize the advantage 


questionnaires to 
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Annual sales by commodities 
1s the compass of the electrt- 
cal wholesaler. 
such a compass each year 


to themselves in co-operat- 
ing with the plan, so suffi- 
cient replies were received 
to compile accurate 
amounts on the items 
specified. 

The first figures pre- 
sented were those of 1922, 
and each year since that 
time such statistics have 
been presented to the elec- 
trical wholesalers in the Spring convention number 
of the paper as a tie-in with the National Electrical 
Wholesalers Association’s annual Spring conven- 
t10n. 

One of the most interesting results of such work is 
the check on the trend of sales in various electrical 
products as shown on page nine of this issue. Here 
the wholesaler can readily see what is selling, and 
what is getting away from him. It is in the nature 
of a compass to the man engaged in the business. 

The chart at the top of this page, showing the volume 
of sales per year from 1922 to 1928, clearly indicates 
that the electrical wholesaler’s business reflects the 
curve of business as a whole, and also proves that his 
volume is constantly rising despite logical variations due 
to periods of business depression. 


We present 
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How the staff of the 
paper contributes its < 
share to the conventions 


NE of the first questions discussed by the staff 

of the paper was, ‘““What can we and the paper 

contribute to the conventions of the National 
Electrical Wholesalers Association?” It has always 
been maintained by us that Association activities resulted 
in permanent good only so long as its members held to 
the belief that their duty was to contribute to, rather 
than take from their Association. While, obviously, we 
are not eligible to membership in that Association, our 
interests and activities are so closely allied with its aims 
and purposes, as it is with the aims and purposes of all 
electrical wholesalers that we, in turn, felt that as a 
publication something could be done to assist the mem- 
bers in holding successful meetings. 

The contributions which we have rendered during 
the past ten years have been three-fold: The adver- 
tising display section of the paper; the registration list, 
and the daily paper. 

The display Section of the convention issues presents 
to the wholesalers the important messages which the 
manufacturers wish to bring before them at that time. 
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The N. E. W. A. does not have manufacturers’ display 
booths at its meetings, so that kind of contact 
sary during conventions is taken care of in the section 
devoted to it in the magazine. 

The registration list, consisting of members and man- 
ufacturers’ representatives present at these gatherings 
is most important. It is, however, a burden at any time 
to any association to handle such registrations because 
of the demand on the time of those most logically fitted 
to gather it. THE JoBBER’s SALESMAN has taken over 
this work for the Association and such lists are issued 
by the staff of the magazine at each convention. 

The “Daily Paper” has been, during the past, a fea- 
ture of the Fall convention. Three issues of it appeared 
at each meeting, the editorial staff devoting their eve- 
nings to this task so that each morning members and 
manufacturers alike would have “spot news” of what 
had taken place the previous day. 

After the convention a complete report of the entire 
meeting is carried in the following issue of the paper, 


neces- 


together with editorial comment on subjects discussed. 
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Our Support 




















Radio plays a most 
important part in 
wholesale distribu- 
tion. As aconse- 


quence its merchan- 

dising problems 

and developments 

demand close atten- 
tion 


Radio Editori- 
als Are Con- 
tributed Each 
Month by 
Leading Radio 





in step with the radio industry for obviously the 

electrical jobbers were the ones best fitted to dis- 
tribute such a product, particularly at that time. As 
the figures were completed each year, they clearly 
proved that radio was and is one of the most important 
lines of merchandise sold by the wholesaler. And, as 
a consequence, the paper has watched with care, and 
reported with precision the developments in radio and 
radio merchandising. 


Gis 1929, Tue JopBer’s SALESMAN has kept 


In 1922, when our first figures were gathered, the 
electrical wholesaler did a business of $43,570,000, a 
surprisingly large sum which placed this new com- 
modity at the top of the list with the possible excep- 
tion of lamps, the sales on which were not secured 
that year. The figure for 1928 was $112,281,000, an 
amount which placed radio sales beyond reach of its 
nearest competitor in the jobber’s warehouse. This 
amount, too, is probably pretty close to 40% of the 
business going through wholesale channels. As 
the paper is now subscribed for by all members of the 
Radio Wholesalers Association, there is no doubt but 
that its readers represent close to 90% of the radio 
business being distributed through wholesale channels. 

As the industry developed other jobbers appeared 
in the picture, associations were formed and radio 
finally emerged as a full grown part of our material 
life and one of the country’s leading industries. 


Fortunately, the development of radio as an 
industry, took place during the past decade so the 
staff of the paper has kept itself fully informed as to 
the progress of both the products themselves, and the 
merchandising problems behind them, by personal 
contact with the men in the industry. 
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Men. 


The many ramifications of the associations’ set-ups 
now require the closest attention in order to keep 
our readers fully informed on what is taking place. 
In the background we have a triangle formed by the 
Radio Manufacturers Association, the National 
Association of Broadcasters and the National Fed- 
eration of Radio Associations. In the foreground so 
far as this magazine is concerned is the Radio Whole- 
salers Association. While all pertinent activities of 
“The Triangle” are reported in the paper, a most gen- 
erous amount of space is devoted to the work of the 
R.W.A. While it has always been the policy to sup- 
port this particular association to the fullest extent, 
it had been felt for some time that a closer co-opera- 
tive measure could be arrived at which would guarantee 
the Association a definite amount of space each month 
for the purpose of bringing to the attention of its mem- 
bers the progress of the work being done by the various 
committees. 

With that thought in mind, the Association was 
approached with an offer of a page in THE JoBBER’S 
SALESMAN for its own use. The suggestion was re- 
ceived with enthusiasm and on June 5, 1929, the board 
of directors of the Radio Wholesalers Association au- 
thorized H. G. Erstrom, executive secretary-treasurer, 
to accept a specific page in the paper each month in 
which he could report to the members the activities 
of the committees. And, as a matter of fact, the 
amount of space now being given to Association 
reports consumes over two pages each month. 


For instance, such important matters as the work 
of the tube and traffic committees, which resulted in 
the saving of many thousands of dollars for the radio 
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wholesaler were given the widest publicity and the 
definite program of subjects to be discussed as 
planned by Mr. Erstrom are making these pages 
invaluable in bringing before the jobber the value of 
the Association and the tasks which it is so ably 
accomplishing. 


While the paper has always had feature articles 
on radio merchandising, the development of the in- 
dustry called for something in addition which would 
be a closer link to wholesaling activities, so it was 
decided, that the feature articles and editorial com- 
ments could be most favorably augmented by expres- 
sions from the leading men in the industry. For that 
purpose two pages were set aside each month for the 
insertion of a radio editorial by one of the men in 
the industry and a photograph of the man himself 
together with a brief statement of his position in 
radio. 


During 1929, the following men contributed to these 


pages: Peter Sampson, president, Sampson Elec- 
tric Co., Chicago; 
Harold J. W rape, SINT AP | ee 


° amma I OT CE Sei ae 
president, Benwood- = = 


Linze Co., St. Louis; 
Dr. Lee DeForest, 
DeForest Radio Co.; 
Julian E. Sampson, 
president, Sampson 
Co, St Leute; 
Powel Crosley, Jr., 
president, Powel 
Crosley Corp., Cin- 
cinnati; Michael 
Ert, president, 
Michael Ert, Inc., 
Milwaukee; Harry 
Alter, president, 
Harry Alter Co., 
Chicago; H. B. ieee 
Richmond, presi- 
dent, General Radio 
Co., Cambridge, Mass.; H. M. Steussy, president, H. 
M. Steussy, Inc., Milwaukee; M. F. Flanagan, execu- 
tive secretary, Radio Wholesalers Association; H. 
G. Erstrom, executive secretary-treasurer, National 
Federation of Radio Trade Associations and Radio 
Wholesalers Association and J. Newcomb Black- 
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A Sample Radio Products Page 





Industry 


Page Used by 

Radio Whole- 

salers Associa- 
tion Each 
Month. 





inan, president, Blackman Distributing Co., New 
York. 

As a final tie-in the interests of the manufacturers 
were given attention. Each month, as many pages 
as are necessary are made up of the latest develop- 
ments in radio products available to the wholesaler 
for distribution. In addition, manufacturers’ news 
such as changes in personnel, new trade literature, 
factory changes and so forth are printed in the man- 
ufacturers’ section. 

While not of direct concern to our readers, but on 
the other hand, of deep concern to the wholesalers 
is the work of our merchandising counsellor and our 
research department. 

The merchandising counsellor is in the field con- 
stantly collecting important data from wholesalers 
on both radio and electrical lines. Such reports are 
turned over to our research department who whips 
them into shape and presents them in THE JOBBER’S 
SALESMAN Bulletin which is mailed monthly to manu- 
facturers. In addition, this cumulative information is 
kept on file for ready reference when inquiries are re- 
ceived. The team-work of our merchandising counsel- 
lor service and our research department has resulted in 
the collection of most valuable material for the manu- 
facturer having a problem of radio distribution on his 
hands. 

In addition to the regular activities as outlined, 
the staff of the paper covers to the fullest extent, 
the various conventions and shows of the radio in- 
dustry. Full reports are made of the conventions 
and the latest news of the products on display at 
the shows are covered in the paper. 

During 1930 all these activities will, of course, 
be continued, and in the meantime a close study of 
the present situation is being made with the object 
in mind of so guiding the wholesalers as to elimi- 
nate, so far as possible, the results recently exper- 
ienced when over-production and a market weak- 
ness combined to throw radio distribution out of 
step. 
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: -_ Number of Advertising Pages Since 1920 
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Jobber’ Salesman 


W. J. McLAUGHLIN, £ditor 


Ten Years of 
Publishing Progress 


E HAVE just completed 10 years of elec- 

trical wholesaling history, and as a coinci- 

dence, 10 years too, of the greatest years in 
the history of business. It took vision, broad vi- 
sion, and a few square jaws to launch a new paper 
in the face of the price decline of 1920, probably 
the worst in history and one which obviously 
would reflect itself as it did in a subsequent manu- 
facturing decline in 1921. Two unfortunate years 
for anyone to pull anchor and set out in the face 
of a storm. But the initial excursion proved that 
the sea held promise of smooth sailing and, in 
fact, it required but one month to demonstrate 
that here, after all, was a paper which had set- 


tled itself into an awaiting groove in the in 
dustry. 

When Howard Ehrlich, Charles Fobrich and 
Frank Merkel started THE JoBBEr’s SALESMAN, 
they founded it on the belief that “the salesman 
of the jobber is the most important man in the 


industry.” There is no doubt but that policy was 
and is fundamentally correct for it must be obvi- 
ous to all that the entire wholesaling industry re- 
volves around the successful efforts of its jobber’s 
salesman. With the varieties of products and 
merchandise which he has to sell, with the en- 
cyclopedia of knowledge necessary to accomplish 
a good job of selling, and with the diversity of ap- 
plication to which the products he is selling are 
put, there can be no question of his importance 
nor can there be any uncertainty of the necessity 
for placing in his hands accurate, voluminous 
information on the lines which he represents. 
Oddly enough, up to 1920 there was no pub- 
lication directing itself to the jobber’s salesman in 
the electrical wholesaling industry and oddly 
enough too, in the preliminary work necessary for 
launching such an enterprise it was found that 








some jobbers were of the opinion that their sales- 
men would not read such a magazine. Today 
those same jobbers are our most enthusiastic sup- 
porters. On the other hand, manufacturers met 
the venture with enthusiasm for they apparently 
felt it necessary to get their messages to the sales- 
men of their jobbers and it was quite apparent 
that they had been waiting for someone to start a 
publication in this field. In order to justify that 
statement it might be well to add that with noth- 
ing but a “Dummy” book and an idea to present 
to manufacturers the first issue of the magazine 
carried 40 pages of advertising from 60 electrical 
manufacturers. 

THE JoBBER’s SALESMAN is a peculiar kind of a 
magazine because of the fact that unlike most pub- 
lications it addresses itself to sellers and not buy- 
ers. The bulk of its paid subscriptions is among 
these men and when one takes into consideration 
that most manufacturers expect inquiries from 
other papers it certainly was an expression of faith 
when they fell in line with the thought of ad- 
dressing their advertising messages to men who 
were salesmen. Of course it is obvious that the 
sales force of these salesmen, when properly 
directed, represents a tremendous factor in the 
interests of the manufacturers. The circulation 
does not represent so many individuals but it rep- 
resents so many salesmen who in turn are talking 
to a tremendous body of retailers and contractors, 
carrying the messages which the manufacturers 
are addressing to them each month. 

Reader interest quickly evidenced itself, and 
today the voluntary news items, pictures and arti- 
cles which reach the editor’s desk from the sub- 
scribers to the paper is astonishing in its volume. 

When radio broke, it was a certainty that a 
vast amount of this business would pass through 
electrical wholesaling channels, so provision was 
immediately made for an editorial section devoted 
to that purpose. At the present time, radio is 
given full prominence, and the Radio Wholesalers 
Association is consistently supported in its work 
and ideals. 

In this particular number, given over to our 
tenth anniversary is reflected a further proof of 
our policy The issue is broken down into two 
sections, one concerning itself with the changes in 
the industry itself, the other outlining the part 
which the paper has played in promoting those 
ideas, and advancing those thoughts which it has 
felt the industry needed. 
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EDITORIAL AIMS and 
POLICIES 


To truly reflect the developments in the Electrical 
Jobbing Industry. 


To mark and report tendencies in the industry for 
the benefit of the fraternity. 


To publish articles that will help the jobbers and the 
jobbers’ salesmen sell. 


To publish articles helpful in the administration and 
operation of the business. 


To print the personal news about jobbers and jobbers’ 
salesmen. 


To give first-hand news about new products. 
To report market conditions. 
To foster a close, harmonious relationship between 


the jobbing industry and the other branches of 
the electrical industry of which it is a part. 


And above all things to be a bright, human, 
“family” paper for jobbers and salesmen. 











() ur harst Subscriber 
and \Nhat 


He Has to Say 





January 3, 1930 


Mr. W. J. McLaughlin, Editor, 
Tne Jobber's Salesman, 

520 N. Michigan Avenue, 
Chicago, Illinois, 


Dear Mr. McLaughlin: 


I am pleased to greet THE JOBBER'S SALESMAN on 
the occasion of its tenth anniversary. As I look back I am 
of the opinion that more changes have occurred in tne electri- 
cal jobbing industry during the life of your paper than in 
any similar period. 





We have witnessed, during this period, the growth 
of the electrical industry to tremendous proportions and elec- 
trical wholesaling has kept pace with other branches of the 
industry. Rapid changes have occurred in mercnandising 
methods, thus necessitating the adoption of new routine in 
Supply house management. 


THE JUBBER'S SALESMAN has measured up to its 
responsibility to the public it served and has contributed 
materially to the progress of our branch of the industry. 


Yours very truly, 


F. M.e Bernardin, 
Manag er 
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EN years ago this month, 
500 electrical wholesalers 
and their 4,000 salesmen re- 
ceived a copy of the first issue of 
THE JOBBER’s SALESMAN accompanied by this simple 
message, “Well, here it is—your magazine. Not com- 
plete by any means, but a start, and in the right direc- 
tion, we hope. Our only aim is to help you. Our suc- 
cess depends entirely upon your interest and cooper- 
ation.” 

“Our success depends entirely upon your interest 
cooperation”—Did we get them? Well, we are 
here, and “going strong”’. 

Less than a month after the first issue had been dis- 
tributed, THE JoBBER’s SALESMAN boasted nearly 1,000 
paid subscribers. A year later this figure had swelled 
to nearly 3,000. Steadily the subscriber list continued 
to grow, until finally in 1926 THE JoBBER’s SALESMAN 
practically reached that exclusive goal of all publishers 
—complete saturation of its field. During the past four 
years this complete coverage has al- 
ways been maintained, and today more 
than 5,100 wholesaler executives and 
salesmen answer the roll-call. 

Incidentally, we find 146 of the orig- 
inal 1,000 subscribers still with us. 
Familiar names they are—all of them, 
to all of us—executive and salesman 
alike. To name just a few, picked at 
random, we have: Anson Rees, IIli- 
nois Electric Co., Los Angeles; Fred 
Sadler, Metropolitan Electrical Supply 
Co., Chicago; E. H. Waddington, 
Graybar Electric Co., Kansas City; 
Joseph Sager, Sager Electrical Sup- 
ply Co., Boston; W. Manning Grim, 
Stanley and Patterson, New York. 
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and 
still 










By FRANK KOTTRA 


Manager, Circulation Department 
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The ARMY of TODAY 


Know them? Who doesn’t? The 
other 141 are just as familiar. 

What shall we say of this army 
of our readers ?—What they think 
of the paper? As to that, we could point out simply 
that three out of every four who were readers last year 
are with us again for 1930. Year after year, the maga- 
zine has been favored with renewal subscriptions from 
more than 77% of its readers. That is “reader accept- 
ance,” as the term goes. 

Yet, if some prospective advertiser were to go through 
our subscription files in search of praise-singing testi- 
monial letters, he might be disappointed in what he 
found. We looked the other day. There were perhaps 
ten or a dozen of these “‘pat-on-the-back”’ letters received 
in a whole year. Nothing to make much noise about. 

Something else in these same files indicates much 
more clearly and definitely, we believe, just how these 
readers feel toward us and toward their magazine. They 
are little notes scribbled on renewal orders. One fellow, 
about five months late in renewing his 





The Paper Had 


77% Renewals subscription, writes, in sending his 
Last Year. check, “At last!—Sincerely yours. 





Another, not quite so late, says, 
“Sorry, will do better next year.” <A 
third, renewing promptly, says, “Here 
tis!’ Still another sends his best re- 
gards to so-and-so of the staff. An- 
other wishes us continued success. 
And so on. Scores of these little notes 
all through the files—all radiating an 
inspiring warmth and _ friendliness. 
This we value even above the more 
outward indications of interest and 
support that have been manifest in all 
the 10 years of THE JOBBER’s SALEs- 
MAN’S existence. 
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Wishing 


N. H. Boynton, Assistant Gen- 
eral Sales Manager, National Lamp 
Works, Cleveland.—I am pleased to 
be informed that you are about to 
observe the tenth anniversary of 
THE JoBBER’s SALESMAN, and that 
you are preparing a special issue of 
your good magazine in that connec- 
tion. 

Certainly THE JOBBER’s SALES- 
MAN is to be congratulated for its 
thoroughly constructive activity in the field of electrical 
wholesaling. The horizons of the electrical wholesaling 
field itself have been constantly widening in the past 
decade. THE JoBBEeR’s SALESMAN has been alert to 
keep abreast of the progress of the activity chronicled 
in its pages. 


N. H. Boynton 


The jobber has been and is an integral part of our 
own sales procedure, and there can be no doubt that 
your publication has been of benefit to them and thus 
to us. 


FreDERIC P. VosE, Secretary, 
National Electrical Credit Associa- 
tion.—Congratulations on attaining 
your tenth birthday! 

February, 1920! Trade and com- 
merce were then beginning to show 
advance evidence of the serious 
slump which followed. Inventories 
were inflated. Cash was scarce. 
Collections, which had been prompt 
in 1919, fell frightfully. In the 
face of such squally conditions, THE JoBBER’s SALEs- 
MAN set forth undaunted. How it has prospered re- 
joices the hearts of all of us who welcomed the toddling 
creature a decade ago. 


Fred Vose 
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During the intervening ten years of downs and ups, 
you have steadfastly addressed yourself to the con- 
structive task of making mankind wiser and happier. 
You are not called upon to guard against publishing 
that which is false in taste, or exceptional in morals, as 
is the temptation of the newspaper publishers. The ef- 
forts of THE JoBBER’s SALESMAN are purposeful, and 
the advancement and welfare of the industry and of 
those engaged in it are honestly sought. 

Your utterances are to the point and practical. You 
plead for improvement as against the obsolete; for the 
useful as against the useless. You are an optimist in a 
day of acknowledged world-wide trade maladjustments. 
Your editorial policy might have taken on a pessimistic 
strain, but there is to be found in every issue of THE 
JoBBER’s SALESMAN, suggestions of practical, personal, 
ethical, commercial and industrial value. 

I covet for every executive among your subscribers 
that he should become a student of THE JoBBER’s SALES- 
MAN and require his associates, from top to bottom, to 
follow his example in this respect. Thus, will be spread 
knowledge of the developing science of the electrical in- 
dustry and business building ideas that make for prog- 
ress and prosperity. 

Again congratulations and all best wishes for all the 
men and women who have and are now engaged in 
this great good work. Long may you wave. 


F. R. Morris, General Manager, 
Pierce Renewable Fuses, Inc., Buf- 
falo—The writer remembers very 
distinctly the birth of THE JoBBER’s 
SALESMAN and has _ watched its 
progress with a great deal of in- 
terest. 

He feels that as far as the Pierce 
Renewable Fuses Incorporated is 
concerned, that THE JOBBER’S 
SALESMAN is the best medium 
through which to reach the electrical distributors and 
the electrical distributor’s salesmen. 


Frank Morris 


We believe that in Mr. Pomeroy you have a very 
fine and aggressive representative. ‘We like him very 
much, We take this opportunity of congratulating you 
on your tenth anniversary and sincerely hope that THE 
JosBer’s SALESMAN will continue its rapid growth in 
the future as it has in the past under your very efficient 
management. 
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| Us a Happy 








Birthday 


Van N. Marker, President, Revere Electric Co., 
Chicago.—It gives me a great deal of satisfaction to 
wish you well on the beginning of the second ten years 
as the publisher of one of the snappiest and newsiest 
trade journals published. 

I was reminiscing as I turned the calendar today, of 
our own start ten years ago, which reminded me that 
you, too, started to publish THE JoBBER’s SALESMAN at 
that time. 

The progress that you have made in the past ten years 
is highly commendable. Mr. Eiseman and I could not 
pass up the opportunity of expressing to you our good 
wishes for your continued success, and we are confident 
that under the guiding hand of Mr. McLaughlin, THE 
JopBer’s SALESMAN will continue to occupy that posi- 
tion as the real spokesman of the jobbing industry in 
this country. 


L. T. Mitnor, President, Milnor Electric Co., Cin- 
cinnati, (Telegram).—Your ten years of wonderful 
service to the electrical trade merit heartiest congrat- 
ulations. 


G. E. Cutiinan, Vice-President, 
Graybar Electric Co., New York.— 
I have heard with great interest 
that THE JoBBER’s SALESMAN cele- 
brates its tenth birthday soon. 

For myself and for the Graybar 
Electric Company I want to heart- 
ily congratulate you on the splen- 
did work you have done in helping 
and encouraging a group of men 
who have done much for the elec- 
trical industry—the jobber’s salesmen. 

That jobber’s salesmen and the electrical industry owe 
much to your publication is a fact beyond question. 
May your next ten years be even more effective. 





G. E. Cullinan 


FEBRUARY, 1930 


Georce A. HuGues, President, Edison Electric Ap- 
pliance Co., Chicago, (Telegram).—Congratulations to 
Howard Ehrlich and Charlie Forbrich on tenth anni- 
versary of THE JOBBER’s SALESMAN and all good wishes 
for their continued and greater success. We have had 
ten more years’ proof of the value of jobbers in our 
national distribution system, plus ten years of instruc- 
tive service in helping build up efficiency of jobber sales 
organization. 


E. Donatp ToLies, Managing 
Director, National Electricai 
Wholesalers Association, New 
York.—I well remember Volume 1, 
Number 1, of THE JoBBER’s SALEsS- 
MAN and, at best, it seemed only a 
hopeful experiment. 

Before me today is Volume X, 
Number 12, and I regard it as an 
established institution. 

You evidently built soundly on 
the premise that “The salesman is the most important 
man in the industry.” 

To you and your able associates upon this tenth an- 
niversary, I include with my own the congratulations 
and good wishes of all electrical wholesalers, and be- 
speak the continued influence and success of “The 
Magazine of Electrical Wholesaling.” 





E. Donald Tolles 


D. G. Puetps, Manager, Electrical Division, Colt’s 
Patent Fire Arms Mfg. Co., Hartford, Conn.—May we 
congratulate you most sincerely on your position of be- 
ing able to celebrate your tenth anniversary. Occupy- 
ing your own field as uniquely as you do, THE JOBBER’S 
SALESMAN is in the opinion of the writer, a most out- 
standing publication. May you have many years of suc- 
cess ahead of you. (Turn to Page 160) 
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LOOKING BACK 


Original caption: The employes of Gray 
& Barton, the oldest electrical manufac- 
turer and distributor, posed for this pic- 
ture. This company is still in existence. 
Prof. Elisha Gray is seated in the front 
row, holding his automatic printer. 


J. S. Lucas, Newton Hillyard and Luther 
Reid, president of the American Electric 
Co., St. Joseph, Mo., played the part of 
the three swindlers who tried to purchase 
St. Joe from its founder when Kit Carson 
ran them out of town. The occasion was 
the 100th anniversary of the celebration 
of the “Pony Express.” 
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ANN Standing in the center of the 
doorway is Henry P. Andrae, Seventy five cents each for key sockets! 


president of the present Julius This invoice, in the handwriting of Mor- 

Andrae & Sons Co., Milwaukee, gan Brooks, was made by the Electrical 

Do you remember way now the Westinghouse Electric Engineering & Supply Co., St. Paul in 

back when this five-light Supply Co. Julius Andrae was 1890. It was supplied through the cour- 

standard was a _ popular the first big agent for the elec- tesy of W. E. Stephenson of the Sterling 
number? tric lamp in that city. Electric Co., Minneapolis. 
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SOME 


Walter Cook, now traveling for Brown 
and Hall, St. Louis, is shown at the left 
of this picture taken in 1912. Next is Al 
Werner, then with Frank Adam and now a 
manufacturer’s agent in St. Louis. “Duke” 
Smith, the third player, is now with THE 
JoBBeR’s SALESMAN. Cook and Smith were 
with “Wesco” at the time. 


This picture was taken on board the S.S. 
Theodore Roosevelt when the National Elec- 
trical Contractors Association held an outing 
day to Michigan City during its eighth an- 


nual convention on July 15, 16 and 17, 1908. 


Picture secured through courtesy of the 
American Electric Co., St. Joseph, Mo. 
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Prior to entering the 
army, George S. Stei 
ner, president of the 
Steiner Electric Co., 
Chicago, had this pic- 
ture snapped in his 
office. 
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McCarthy Bros. & Ford, Buffalo, 
used to conduct its business in this 
old building. The “buggy” posed in 
front is the Franklin pride of 1906. 
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A Few Pages 
From the 
Jobber List. 
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OON after the pa- 
per was started, it 
became apparent to 
the publishers that a com- 
plete listing of all the 
wholesalers throughout 
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the country was a neces- 
sary part of their work. 

Men were sent out into the field collecting 
data, questionnaires were mailed, in fact every 
conceivable step was taken in order that the 
list as compiled would be as truly accurate 
as possible. 

The list which is corrected annually now 
contains, in the case of the strictly electricai 
wholesaler the following facts: name; ad- 
dress; executives; department manager; ter- 
ritory covered; number of salesmen, including 
country, city and counter; floor space; 
whether catalog or house organ or monthly 
price list is issued; kind of lines carried; 
whether or not members of the National Elec- 
trical Wholesalers Association, and whether 
General Electric, Westinghouse, Graybar or 
independent. It also gives the number of 
jobbers in each state. 

Following the electrical wholesalers are lists 
of: hardware jobbers; mill-supply jobbers; 
automotive jobbers, and radio jobbers, the 
first three including all those maintaining elec- 
trical and radio departments. In all, the 
number of jobbers listed in the book includes 
2,727 names. 

THE JOBBER’s SALESMAN at no time has 


46 


saler, 


SSebEs... 


few Movies. Se a eee 








is put on the list. 





of JOBBERS 


An added service 
to the industry 1s 
a complete list of 
wholesalers of 
electrical and 
radio products 


taken the attitude of determining 
who or who is not a jobber. 
case of the strictly electrical whole- 
the questionnaire which he 
originally fills out includes names of 
sf '| manufacturers whom he is repre- 

‘| senting. These manufacturers are 
then written and, if a sufficient num- 
ber consider him as one of their jobbers, his name 


In the 


While the readers of THE JoppEer’s SALESMAN 
do not come in direct contact with this list, it is of 
interest to them to know that such a record is kept 


of their industry by the staff of this paper, a record 
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ey APPLIANCES hous ses or 25.85 per cent. , RADIO FREIGHT 
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STOCKS ¢ ARRIED BY 
EU py AL SUPPLY 
ILESALERS 
An eo made of the 
Verified List of Electrical |; 
Jobbers published annually (oq 


. which is 3.27 per cent 
of the total number of main houses which do retail 
and branch houses which ness, or 13.1 per cent The 
was 845 on January 1. 1929 average percentage of their 
carrying regular 


he: 
reported dos - « other ng w 
$350,000" numbered 218 business. or 7 per cent 








The Jobber’s Salesman Bulletin is 
a monthly service to advertisers. It 
contains specific data on the elec- 
trical and radio wholesale field and 
“Spot” news of the jobbers them- 
selves for the information of manu- 
facturers’ representatives. 


which time and again 
has proved of incon- 
ceivable value to the 
men in their industry. 

Feeling that in the 
interest of the jobber 
too much information 
could not be placed in 
the hands of manufac- 
turers of electrical and 
radio products, the 
staff has been issuing 
the “Bulletin” illus - 
trated on this page. 
Month by month it car- 
ries data on the elec- 
trical wholesaler. 

As with the “Jobber 
List” the readers of the 
paper do not come in 
direct contact with the 
“Bulletin,” but it must 
be of interest to them 
to learn that such ac- 
tivities are part of our 
daily work. 
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This new Municipal Auditorium at New Orleans covers a ground automatically and then can be lowered to the floor level, con- 
area of 90,000 square feet and has a seating capacity of 10,500 verting the building into one big hall. The wall at the side of the 
people. The 50 x 128 foot stage is of two sections in one, mov- stage moves automatically up into the roof. Everything is operated 
able so that when performances are held the stage can be raised electrically, with TRICO Renewable Fuse protection. 


Architect—FAVROT & LIVAUDAIS, Ltd., New Orleans 
Electrical Contractor—HART ENTERPRISE ELECTRICAL CO., Inc., New Orleans 


Again TRICO Triumphs 


Where Dependable Electrical Protection is Required. 
This Time in the New MUNICIPAL AUDITORIUM at New Orleans. 


Every test proves that TRICO is an outstanding 
fuse in every respect. The Powder-packed renewal 
element contributes a great share to the exclusive 
factors assured only by TRICO. Nerve-racking, 
time-consuming, and wasteful conditions are done 
away with. 


Money-Saving TRICO Factors 


No Premature Blowings 
No Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


And They Are All 


TRICO 


Renewable 


FUSES 


They’re ‘‘Powder-Packed”’ 


The unequalled dependability of TRICO Renew- 
able Fuses wins the recognition of architects, con- 
tractors, and electrical engineers who are concerned 
in providing fuses that perform economically and 
efficiently. 


And they cost no more than 
other makes of renewable fuses 





Approved by 
Underwriters 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 
















REG. U. S. PAT. OFF. 








RENEWABLE FUSES—FUSE PULLERS 














10 YEarS AGO 


THIS MONTH 


A new department containing news of the 
happenings among jobbers and manufacturers 
This information 1s secured from 


a decade ago. 


the corresponding issue of the paper in 1920 


Jobbers Increase Volume of 
Business 

TATISTICS from jobbers in 
the central states indicate that 

the average increase in the volume 
of business in 1919 over that of 
1918 was 49.4 per cent, whereas the 
cost of operation decreased one- 
third of 1 per cent) The lowest 
increase shown was 5 per cent, and 
the highest 150 per cent. Coupling 
figures with the average 
among the jobbers, the 


these 
opinion 
outlook for 1920 is good. 
* OK x 
Illinois Electric Enlarges 
Appliance Department 

The Illinois Electric Co. of Chi- 
cago, due to its greatly increased 
business in washing ma- 
vacuum 


chines and 


cleaners, has broadened 
its “Apex” department 
so that in the future it 
will handle both whole- 
retail sales, 
whereas in the past it 
confined its activities to 

J. A. 
Duncan, formerly t he 
company’s northern 
lowa representative, will 
act as general manager 
of the department. and 
will supervise the whole- 
sale sales. The retail 
end will be taken care of 
by A. E. Kramer, Mr. 
Duncan’s assistant, and 


sale and 


retail sales only. 
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formerly a retail salesman for the 
company. 
x * Ox 
Large Demand for Appliances 
in Louisville 
An increase of over 100 per cent 
in sales of electric appliances dur- 
ing the pre-holiday season was re- 
ported by Louisville dealers, as 
compared with 1918—the previous 
banner year. 
K > *K 
Central Division Jobbers 
Convene 
The central division of the Elec- 
trical Supply Jobbers’ Association 
held their quarterly meeting at the 
Hotel LaSalle, Chicago, Ill., Mon- 


day, February 9. The topics of 


Ten years ago last month the Revere Electric Co., Chicago, 
started in business. This picture was taken at the old location 


on Plymouth Court. 


discussion at the morning session 
were “Petty Warehouse Thievery” 
and “Farm House Lighting Out- 
fits.’ V.G. Eastman, of the Erner 
& Hopkins Co., Columbus, O., pre- 
sented some interesting discover- 
ies on the former subject, while 
5. B. Downs, of the St. Paul Elec- 
tric Co., St. Paul, Minn., gave his 
associates some valuable facts and 
figures on farm lighting plant 


sales. 
x ok Ok 


General Electric Co. Has 
Bumper Year in 1919 
Contrary to all expectations, the 
General Electric Co. closed the 
biggest year in its history, Decem- 
ber 31, 1919, with billings amount- 
ing to $231,000,000, as 
compared with billings 
in 1918 of $216,815,277, 
an increase of over 
$14,000,000. 


= 


Atlantic Jobbers 
Meet in New York 

Simultaneous with the 
meeting of the Central 
Division of the Elec- 
trical Supply Jobbers’ 
Association in Chicago, 
the Atlantic Division of 
the association met in 
New York on February 
9, to discuss subjects of 
interest to the members 
and to complete their 
plans for the year. 


THE JOBBER’S SALESMAN 








February, 1980 THE JOBBER’SA]SALESMAN 








FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 











onvenience Outlet 





Ne" 











Makes up two- or three-gang combina- 
tions from standard parts in any Contractor’s stock. 
As in three-gang combination above, using ‘*‘HEGE- 
MITE’”’ Plate No. 9023 with No. 7700 Receptacle, 
No. 1513 Bullseye (fitted with No. 2999 Lamp 
Receptacl2 Base), and No. 8601 Tumbler Switch. 
All standard units, competitive-priced. Ask for new 


Catalogue ‘*U”’ --full of fast sellers. 


FoR THE CONTRACTOR 


Goes in standard switch plates of 
molded ** HEGEMITE.”’ Gives an add- 
ed use for two- and three-gan¢g plates; 
makes a Switch Plate stock cover 
OUTLET requirements. Without 
bothering with combination plates, 
your customers can make uptwo- or 
three-gang units to include a Re- 
ceptacle-- No. 7700. (With plaster 
ears, No. 7700-G.) Side-wired; takes 
standard parallel-blade attachment 
plugs... Sell them for their SAVING 
of special plates! 





HART & HEGEMAN DIvISIon 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 





HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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ip I a EOE AR — 


Ao RP. 


, and there are - 


over ten million 


other homes 


with inadequate 


wiring 


O woman likes to take her 

morning exercise balancing 
on chairs to plug in the vacuum 
cleaner. 

No woman likes yards and 
yards of lamp cord trailing 
around the living room connect- 
ing floor lamps with wall fixtures 
that try to be base plugs. 

No woman likes an inade- 
quately wired home. 


Yet over ten million women 
live in just such homes. 

These women are prospects 
for you. These homes are poten- 
tial jobs. Go out and get them with 
Non-Metallic Sheathed Cable. 

You can guarantee your cus- 
tomers a safe and economical 
wiring job with Non-Metallic 
Sheathed Cable. And you can 


guarantee yourself more profit. 


If you want further information, write to any of the Licensed 
Manufacturers listed below, for a copy of the booklet— 
“Where and How to Use Non-Metallic Sheathed Cable”. 


American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 


National Metal Molding Division 
National Electric Products Corporation 


Rome Wire Company 
Division of General Cable Corporation 


The Wiremold Company 
Triangle Conduit Company, Inc. 


The above Manufacturers are Licensed under Non-metallic Sheathed 





Cable Patents number 1439323; 1520680; 1203788; 1673752. 


PNT We ey ya veWeYOTTFEEE | 


, 


SHEATHED CABLE / 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 











EASTERN STATES* CENTRAL STATES* WESTERN STATES* 


MARKET PRICES MARKET PRICES MARKET PRICES 
: oe Dec. 15 to General Dec. 15 to General Dec. 15 to General 
COMMODITY Jan. 15 Trend Jan. 15 Trend Jan. 15 Trend 
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Street lighting equipment.............. 











Heating appliances 14 














Motor driven appliances............... 14 
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Flashlights and batteries..............- | 18 
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Storage batteries. 








ALL 22 LINES COMBINED 
Fair Poor Good Fair Poor Good Fair Poor 





Dec. 15—Jan. 15, 1930 7 45% 28% 23% 47% 30% 32% 46% 22% 
Same Period Previous Month.......... 48% 26% 27% 47% 26% 32% 42% 26% 














Same Period Year Ago. . ... 062s oss. e % 46% 27% 36% 37% 27% 24% 50% 26% 






































*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas; 


Central States include all between. 
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very Jobber’s 


Salesman should have a copy 


The : 
American Blower 
Blue Book : 


acomplete sales 
and advertising 
plan for Ventilating 
Contractors, and 
Electrical Dealers 





Full of Valuable Selling and Merchandising Ideas . . . 


Contains a complete selling and merchandising lating equipment, or are not selling ventilating 





plan ... samples of direct mail material ... equipment of any type, you cannot afford to be 
photographs of dealers’ sales helps ... anda ___— without this book. It will open new channels 
hundred odd things that will be invaluable to of trade and profits to you. Mail the attached 
you in increasing your coupon today. Let us 
sales through dealers. Al send you a copy of the 
If you are at present mer ican Rlower American Blower Blue 
selling any line of verti- jug enrNG 8 comprriontas Sovmc mecnament "Ft Book free of charge. 
Cc O U P O N an 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Mich. 
I am interested in receiving a copy of your Blue Bock. 


Name 





Firm Name 
Street & Number 
City 


















x 
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News From The Wholesale Field 








Inland Electric Moves to 
Larger Quarters 

The Inland Electric Co., Chi- 
cago, is now installed in its new 
location at 231 South Peoria St. 
The new quarters consist of a 
one-story building and basement 
which gives the company more 
floor space than in its previous 
five-story building. Excellent 
parking facilities are provided at 
the new address. 

x * x 


Crescent Electric in 
New Quarters 

The Crescent Electric Supply Co., 

Dubuque, Ia., is now occupying its 

new building. With its change in 

location the company acquires 45,000 
sq. ft. of floor space. 
* * x 


William L. Adams Succumbs 
to Pneumonia 

William L. Adams, treasurer of 
the Union Electric Supply Co., 
Providence, R. I., died on December 
7, following an attack of pneumonia 
contracted during his convalescence 
from an appendix operation. 

Mr. Adams began with the Belcher 
& Loomis Hardware Co., Provi- 
dence. He left this firm in 1901 to 
form with four other men, the Union» 
Hardware & Electrical Supply Co. 
Here he remained in operation, as 
head of the electrical department un- 
til 1911 when the present Union 
Electric Supply Co. was formed 
with Mr. Adams as treasurer. 

* * x 


Lappin Electric Appoints 
Manager 

A. E. Strouss has been appointed 
resident manager of the Rockford, 
Ill., branch of the Lappin Electric 
Co., Milwaukee. This house has 
been reappointed distributor for 
Philco radios in northern Illinois. 
The Rockford branch, which is lo- 
cated at 118 North Winnebago St., 


and their Salesmen. 


7 THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends S 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 


Month the Personal Element in the Industry. Your Co-operation 1s 
Solicited in Making this Human Side of the Magazine More Interesteng. 





National Credit Con- 
trol Plans Now 
Available 


Two national plans for credit 
control have appeared since the 
first of the year. One by the 
National Electrical Credit As- 
sociation and the other by the 
National Association of Credit 
Men. The latter covers the en- 
tire construction industry. Both 
plans set forth national plans 
and principles only, leaving de- 
tailed operation to be deter- 
mined by local groups. 

Copies of these plans may be 
obtained from the offices of the 
respective associations or by 
writing directly to The Jobber’s 
Salesman. 

The plans will be fully cov- 
ered in the March issue of 
The Jobber’s Salesman. 











is traveling three electrical salesmen 
and one radio salesman in country 
territory. The territory covered in- 
cludes northern Illinois, eastern 
Iowa and southern Wisconsin. 








J 


St. Louis General Electric 
Opens Service Station 

A west end service station at 334- 
6-8 North Vandeventer Ave., was 
opened in December by the General 
Electric Supply Corp., St. Louis. 
E. A. Heggi, formerly assistant serv- 
ice manager in the main office of this 
company, is in charge of the service 
station. Mr. Heggi has been replaced 
by L. Stark, | nen 

Ackerman Force at 
Sales Dinner 

Members of the Ackerman Elec- 
trical Supply Co., Grand Rapids, 
Mich., sales force heard good ac- 
counts of the past year’s business 
and outlines of the plans for 1930 
given by officials of the company at 
the annual dinner and sales confer- 
ence held at the Rowe hotel last 
month. Among the speakers at the 
dinner were: W. M. Ackerman, 
president; E. H. Cantile, sales man- 
ager, and M. L. Reed, vice-presi- 
dent. 





The latest word in head haberdashery at the General Electric Supply Corp., 


Toledo, O., as exhibited in an impromptu fashion display by 


E. Brown, 


sales manager and believer in the slogan “more air for hair”; V. C. Maxwell, 
industrial specialist; James P. McNally, salesman, and K. B. Jones, manager of 


the motor department. 
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GEE! THAT WAS A BREAK~ 
NOW | CAN GET THE 


AW TELEPHONE 
DAD! . 
3 ea WI | 






























WELL-ILL BE !!- WHO 
TOOK THAT BUSS 
LIGHT AGAIN #!!! 
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SO! ITS YOU THIS TIME 



































On DAD! 


|! JUST CAN'T 
DRESS WITHOUT 


IS IT? GIVE 
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Hi ANS Lad 
\ |] 
\ bell 

































































DAWG GONE !T! 
GUESS I'LL HAVE 
TO BUY THE WHOLE 
FA MILY BUSS LIGHTS 



































Lame 





DEALERS CAN SELL BUSS LIGHTS THE YEAR 
ROUND — AND WHEN DEALERS SELL BUSS LIGHTS 
YOU CAN SELL THEM MORE —-AWO EVERBOOYS HAPPY! 


iJ, BUSSMANN MFG. CO. 


DiviStON OF MCGRAW ELECTRIC CORP. 


ST. LOUIS 
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ive News 


hout Live Ones 





RaLtpH WaALEs has been added to 
the electrical department of the Mine 
and Smelter Supply Co. Denver. 

Cuet BRAvuHN is a new shipping 
clerk at the Crescent Electric Sup- 
ply Co., Dubuque, Ia. 


Co., Dallas, 
of W. J. 


BECKETT ELECTRIC 
announces the addition 
Cooper to its sales force. 


SHAFEEK KAWwaAsH has been em- 
ployed as a salesman by the Nassor- 
Michaels Electrical Supply Co., New 
York. Mr. Kawash will sell in the 
Hackensack, N. J., store of this con- 
cern. 


J. E. Baruypr will cover south- 
eastern Kansas for the American 
Electric Co., St. Joseph, Mo. 


C. TURNER succeeds Chet Samp- 
son as salesman in territory seven of 
the General Electric Supply Corp., 
St. Joseph, Mo. 

Harry WING is selling for the 
Sterns Electric Equipment Co., Buf- 
falo. 


Z. A. Perry has joined the sales 
organization of the Superior Sup- 
ply Co., Bluefield, W. Va. Mr. Petty 
will the territory formerly 
handled by B. Smith, whose death 
occurred recently. 


cover 


C. A. HUEBNER is a salesman re- 
cently employed by the Moock Elec- 
tric Supply Co., Canton, O. Before 
coming to this jobbing house, Mr. 
Huebner connected with the 
Westinghouse Electric and Manu- 
facturing Co. for 15 years. 


was 


NorRMAN MICHELSON is a new 
member of the sales force of the 
Graybar Electric Co., Inc., Ham- 
mond, Ind. 

Harry ANDERSON, formerly with 
the Electric Appliance Co., Chicago, 
is now on the sales staff of the Lap- 
pin Electric Co., Rockford, Ill. This 


company has also employed W. J. 
Joscelyn as field man in the radio 


department. 


Raysro Evecrric Supplies, Inc., 
‘Tampa, Fla., announces the employ- 
ment of Joe Sanchez as salesman. 
Willard Wood is a new counterman 
at this house and Vernon Brown is 


in the shipping department. 


Two New | salesman, W. 


Philadelphia. 
cently joined 
counterman. 


this organization 


JAMEs D. GREER will take care of 
for the Graybar 


the city counter 
Electric Co., Inc., Newark. 


Harotp NEWMAN is selling for 
the West Philadelphia Electric Sup- 
Mr. Newman 
is a son of Nathan Newman, propri- 


ply Co., Philadelphia. 
etor of this company. 
W. H. 


son as auditor at 
Tulsa, Okla. 


W. 
kagles and John Roebuck, have been 
employed by the Philip Cass Co., 
Ernest Kelly has re- 
as 


GOLLER replaces I. P. Nel- 
Nelson and Co., 


THE Evecrric Sales Co., Corpus 
Christi, Tex., recently put G. M. 
Broach on its selling force. 


THe WeETMORE-SAVAGE Electric 
Supply Co., Providence, R. I., has 
promoted Eli Leavitt from price 
clerk to outside salesman. 


J. D. Forrester, who formerly 
sold for the General Electric Sup- 
ply Corp., Atlanta, is now salesman 
at the Jacksonville, Fla., house. 


Charles M. Berie has taken over 
the southwest Virginia territory 
and the West Virginia territory, 
formerly handled by Ed. Ayers, 
for M. S. Hartley & Co., Staun- 
ton, Va. Mr. Berie’s former posi- 
tion as salesman for the North- 
cumberland branch was taken by 
John Sperry. 

Changes in Personnel 

R. E. Ropinson has recently been 
appointed salesman in charge of the 
Tampa service station of the Gen- 
eral Electric Supply Corp., Jackson- 
ville, Fla. 

Witrrep C. BoHLinG has charge 
of appliance sales at the Tidewater 
Electric Co., Inc., New York. 


THe Puitie Cass Co., Philadel- 
phia, announces the election of E. 
G. Heller to the board of directors. 





There are 13 people in this picture taken in the back yard of the Sacks Elec- 


trical Supply Co., Akron, O., but it wasn’t Friday so it’s all right. 


Standing in 


the front row, left to right: H. L. Sacks, manager fixture department; B. L. 
Sacks, bookkeeper; Charles Sacks, secretary; Julia Daitch, stenographer; Sol 
Sacks, treasurer; H. C. Ward, salesman; O. F. Myers, Cutler-Hammer repre- 
sentative; L. Kaplan, counter clerk, and Morris Sacks, president and general 


manager. 


Second row: H. Zissen, truck driver; M. Schepp, service manager; Ed 


Suddleson, credit manager, and Sid Sacks, counter clerk. 
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Part of the organization of the Vye- 
Neill-Southey Co., recently organized 
Providence, R. I., branch of the Vye- 
Neill Co., Boston, Mass. From left to 
right, they are: L. C. Choate, shipper; 
S. L. Southey, manager; Nathan 
Weiss, inside salesman, and Walter F. 
3rickley, outside salesman. Mr. 
Southey was connected with the Bos- 
ton Electrical Supply Co. for 15 years 
and with the Wetmore-Savage Elec- 
tric Supply Co. for two years. 





M. L. MonrTGoMERY, assistant sec- 
retary at Raybro Electric Supplies, 
Inc., Tampa, Fla., will travel terri- 
tory and Troy A. Brown will assume 
his inside duties. Roger Austin has 
been promoted from counter sales- 
man to service manager. 


AGNES PAULICK has been placed 
in charge of the bookkeeping depart- 
ment and Loretta Wrightman is 
managing the billing and lamp de- 
partment at the Lappin Electric Co., 
Rockford, III. 


WALTER SMILDE has been made 
service manager at the Graybar Elec- 
tric Co., Inc., Hammond, Ind. Mr. 
Smilde was formerly connected with 
the Davenport branch of this com- 
pany. 


Cuet SAMPSON succeeds L. A. 
Gleason as service manager at the 
General Electric Supply Corp., St. 
Joseph, Mo. Mr. Gleason has been 
transferred to the house at St. 
Joseph. 


Harvey Bosserman has joined 
the personnel of M. S. Hartley & 
Co., Staunton, Va., as assistant to 
Mr. Serrett in the service depart- 
ment. Ed. G. Ayers is now acting 
as office manager and assistant to 
Mr. Hartley. 

x * 


Raybro Electric Increases 
Warehouse Space 
An entire two-story warehouse is 
now being utilized by Raybro Elec- 





The Answer 


Dear Sir: July 8, 1914 

Referring to yours of the 7th 
in regard to expense acct. week 
ending 7/5/14 will advise as 
follows: 

1st. It was necessary for me 
to get up at 5 A.M. in order to 
make the 7 A.M. train for 
Pewaukee—and I certainly did 
not feel like asking my wife to 
arise at that time or before and 
prepare a breakfast for me. I 
had about 20 minutes before 
train time after arriving at the 
St. Paul Depot, and I believe 
that if you have had many 
meals at this particular depot 
restaurant that you would not 
find a great deal of difficulty in 
spending 60c for breakfast. 

2nd. In regard to the charge 
for supper at Waukesha we left 
there at 6:10 P. M. and it was 
necessary to have something to 
eat as we did not arrive in Mil- 
waukee until 7:30 P.M., and I 
would not have reached home 
until 9 P.M., consequently as I 
did not wish to have a headache 
I purchased some food. For 
your information will advise 
that they charge $1.00 for a 
regular dinner at Waukesha 
and I did not wish to spend that 
much, so I had 2 sandwiches 
and iced tea cost 55c and 1 tip 
10c, total 65c. There were two 
of our regular traveling sales- 
men who had supper with the 
writer. I will advise their names 
if you desire, to check my 
figures. 

3rd. I do not wish to receive 
any money for expenses that I 
am not entitled to, and if you 
think this is the case I will re- 
turn $1.20 to you. 

(Ed. Note:—The letter which 
prompted this reply will be 
found on page 13.) 











tric Supplies, Inc., Tampa. This 
company formerly used only one 
floor of the 70 by 110 ft. building. 


* * x 


New Refrigeration Depart- 
ment at Moock Electric 


The Moock Electric Co., Canton, 
O., is opening up a new refrigera- 
tion department for Westinghouse 
refrigerators. This department will 
be in charge of M. L. Hamaker. 


* *K 


Sales Activities at 
Doubleday-Hill 


The Doubleday-Hill Electric Co. 
of the South, Washington, D. C., is 
placing in stock in Raleigh, N. C., 
for shipments to its North Carolina 
and South Carolina trade, Clark 
electric water heaters, “Universal” 
appliances, Emerson fans, exhaust 
fans and small motors. This com- 


pany is also sending out its new 1930 
catalog on general supplies and ap- 
paratus. These activities are being 
supervised by J. C. Dibrel. 


* * xX 


They Are in the Mail 

To the Editor: There are several 
articles in THE JOBBER’s SALESMAN 
of January, 1930, that we could 
comment upon. 

The radio editorial by George H. 
Neikamp is one of the most out- 
standing jobs of its kind that has 
ever reached my desk. 

I will appreciate if you will fur- 
nish us with 200 copies of this edi- 
torial. 

E. J. SEDLER, 
Keps Electrical Supply Co., Pittsburgh. 
. * * 
Capital Growing 

The Capital Electrical Supply 
Co., Chicago, which was organized 
by Charles L. Cohen a year ago, 
has shown considerable progress. 
The company covers Cook County 
including the metropolitan area of 
Chicago with three salesmen. It 
is located at 3412 Ogden Ave. 
Max Klass is general manager. 

Mr. Cohen has spent 18 years in 
the jobbing business in Chicago 
and was formerly with the Steiner 
Electric Co. 

a 
Hessel & Hoppen at New 
Address 

The Hessel & Hoppen Co., New 
Haven, Conn., has moved to its 
new building at 240 Cedar St. 





Where there is a lighting job watch 
out for Mac. He'll be there. This is 
H. C. Maccubbin, outside salesman and 
lighting specialist for the General Elec- 
tric Supply Corp., Baltimore. He has 
been with the company 16 years. 
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THIS NEW FAN 


WILL DOUBLE YOUR FAN PROFITS 





BIDDY 


The new double- 
duty electric kitchen 
convenience. Ex- 
tracts fruit juice, 
beats eggs, whips 
cream, etc. Mounted 
on a wall bracket. 
$14.95 Retail 





HAND 

















THE R&M 60 
A. C. $14.00—Retail—D. C. $15.50 


Beauty is the “buy-word” today. That’s why you will double 
your fan sales this year with the new R & M 60—the up-to- 
date electric fan designed for lovely modern rooms. It is 
shapely . . . attractive ...decorative...and the R&M name 
guarantees its efficiency, long life and trouble-proof construc- 
tion. Finished in rich bronze or sage green to harmonize 
with today’s furnishings, it is the popular fan for 1930 homes 
and offices—the profitable fan for wide-awake dealers because 
it sells on sight! 


The R &M 60 will be advertised to millions in The Saturday 
Evening Post during the fan season. Forceful, dominating 
fan advertising that will make it the year’s biggest seller. 
Order now to assure early delivery. Catalogue on request. 


Don’t forget that you will need plenty of those good 
REM standard fans, both desk and oscillating types 


ao ewe ne Ss SS Breer. ' BC. 
Springfield, O. Brantford, Ont. 


Robbins & Myers 


Fans and Motors 


AND SLEC ERIC HOISTS AND 








PORTABLE 
WALL FAN 


A handy little fan 
specially designed 
for ventilating and 
cooling home kitch- 
ens. 8” Blades. Fits 
in the Biddy Brack- 
et. $7.50 Retail 





CRANES 
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Exhausted and half frozen, the scout 


drew his Colt and fired... 


Everything depended upon that shot. The 
ranch house lay within plain sight but the 
long battle with the blizzard had sapped the 
last ounce of human endurance. The plains- 
man and the man he had gone out to rescue 
sank down in a snow drift at dusk, prepared to 
die with safety almost within their grasp. 


A lamp, lighted in the window, caught his eye, 
its rays shining on a washbasin hanging on the 
side of the house. With stiffened fingers and 
urged by desperate hope he drew his Colt—and 
fired at the target. Help came in re- 
sponse to this unique summons for aid. 


Always has the Colt been ready to 
assist and protect, from the roman- 


OLT 


tic days of the early West to the World War. 
And today, Colt protection in another form is 
available to men in the electrical industry 
through the Noark line of service and meter 
protection devices — made in the great Colt 
plant with that high degree of mechanical pre- 
cision that has always distinguished Colt 
products. 


For seven years, Noark has been in the Colt 
family, receiving the specialized skill of men 
and equipment geared to produce things me- 
chanical. To Noark protection, rec- 
ognized by the industry, has been 
added Colt protection—a double 
assurance of satisfaction and value. 


NOAR 


COLT’S PATENT FIRE ARMS MFG. CO., 


Established 1836 





NOARK NUBLADE SWITCHES CAN 


Reduced maintenance costs with 
NOARK Nublade Switches. Quick- 
make and quick-break—renewable 
unit block construction — compact 
in size—generous wiring room— 
plenty of easily removed knock- 


Electrical Division, HARTFORD, CONN., U.S.A. 


Electrical Division 1886 





ALSO BE DEPENDED UPON IN A PINCH 


outs—moderate i yaxe and 
A COLT PRODUCT. 

Send for ara and detailed de- 
scription. ‘The Rampant Colt,” an 
interesting publication, mailed on 
request. 
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EER ADVERTISERS OF 
COOPERATING WITH 
JOBBERS AND 

THEIR SALESMEN 








OR the past ten years, month by month, these 

manufacturers have been furnishing their job- 

bers and jobbers’ salesmen with sales information 
through the agency of our advertising pages. 


This was done because of their belief that salesmen 
can do a better job if they are given the right tools 
to work with, namely, information concerning the 
application of the product and how and where it 
can be sold. 


Their belief has extended also to an acknowledg- 
ment of the fact that THE JOBBER’S SALESMAN 
is the logical medium through which to place this in- 
formation in reach of all jobbers and jobbers salesmen. 


They have consistently followed out this line 
of reasoning during the last decade. 




























































.to the biggest man. in the picture 


’ congratulations! 


ConcGRATULATIONS to him—and to the magazine 
which has so well represented his interests for the past 


ten years. 

This last decade of selling has made history. It has 
brought the electrical industry very much to the fore- 
front. And in it, the electrical jobber’s salesman has 
played, as always, an important part of the distributor’s 
role. We, of the Graybar company with six decades of 
distribution history behind us, can appreciate that part. 


It has been our privilege to witness much of its growth. 


OFFICES IN 73 PRINCIPAL CITIES. EXECUTIVE OFFICES: GRAYBAR BLDG., 


64 


There was a time when two Graybar (then Gray and 
Barton) salesmen covered all of the United States with 
a little of Mexico included. Apparently those were 
simpler times; for it seems that a salesman could carry 
samples of all the products of the entire electrical sup- 
ply industry in three trunks. 

The evolution of the jobber’s salesmen from those 
days has been a profound one —and well deserving 


GraybaR 


THE JOBBER’S SALESMAN 


of congratu- 


latory note! 


NEW YORK, N. Y. 
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| WORTH OF“FLEX-A-POWER’ 
AND “BUSS-WA’ 


SOLD BY ONE ELECTRICAL 
WHOLESALE HOUSE IN 
A SINGLE CITY 





TRUMBULL’S 30th ANNIVERSARY 





NEVER _ ENDING SALI 


* 
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ANOTHER big source of profit 

for you this year—TRUMBULL 

Switches for all purposes. They 

are built to do more than ordinary 

duty. They assure the Industrial 

Plant and all other users of mate- Cat. No. 36862 


rial that will stand the “Gaff. Type “A” Switches break 
the full rated load 
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Cat. No. 81320 
M—714” Magnetic 
Motor Starting Switch 

Double Break 


SPECIALIZE ieay\___ TRUMBULL 








rFRUDUCTS 








A complete line of standard Panel Boards. 
Special boards built to all specifications. 


OBBERS and their salesmen have a 
real walkaway with the Trumbull com- 
plete line, the most complete line of 
industrial switches on the market. 

Cat. No. 91360 LNR6 They are just what your contractors 
“TM” Motor Starting want because of their easy wiring fea- 
Switch Thermal Unit, Ra tures. Our Panel and Switch Boards 
ne: See oe are installed in hundreds of the largest 

buildings in the country. Write for 
Catalog No. 14 describing the entire 
Trumbull line. We show you how to 


make money. Cat. No. 81321 


LNR6 Combined ‘‘M-15” 

Magnetic Switch and 

“RM” Motor Control 
Switch 


RK % B CHICAGO 
Lincoln Building 4, , 2001 W. Pershing Rd. 
DETROIT Branch Factories—Switches, BOSTON 
415 Brainard Street Switchboards and Panel Boards: Statler Building 
SAN FRANCISCO A. G. Electric Mfg. Co. Division PHILADELPHIA 
482 Fourth Street SEATTLE, WASH. 511-519 N. Broad Street 
ATLANTA LOS ANGELES, CALIF. 
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salutes the 
jobber’s salesman 
and his own magazine 


Up and down the land, in sunshine or storm, 
circulating through the busy centers of industrial 
activity, penetrating into mine and quarry, going 
where ships are built or tracking down the order 
in the office of architect, builder or contractor, the 
jobber’s salesman is ever on his way. 


oer ¢ 


Ambassador of service, he works with the indus- 
trial executive to solve the problem of cheaper 
production, and through increased efficiency in 
selling he helps the manufacturers he represents to 
lower costs of distribution. 
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For ten years Benjamin has maintained contact 
with thousands of jobber’s salesmen located in 
every part of the country through the medium of 
his own publication, the Jobber’s Salesman. 
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This contact has brought us closer together and 
developed a better understanding of the oppor- 
tunities that lie in mutual service. It is fitting 
then, on this occasion, to extend our congratulations 
to the publication and its readers and an expres 
sion of commendation to both for a job well done. 


BENJAMIN ELECTRIC MFG. CO. 


General Offices and Factory 
DES PLAINES (Chicago Suburb) ILL. 


Divisional Offices and Warehouses: 
247 W. 17th Street, New York 111 N. Canal Street, Chicago 448 Bryant Street, San Franciseo 
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Floodlighting 


























Warehouses 
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Railroad Shops 




















Textile Mills 
Printing Plants 
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Laundries 
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ndustrial establishments, railroads and other 
businesses will spend large sums of money in 1930 
for betterment and replacement. 
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In any program for lower maintenance, higher 
efficiency, reduced spoilage, fewer accidents and 
lower labor turnover, adequate lighting is an im- 


portant factor. 
o@ ° 


ee. installation of new equipment is complete, 
without the installation of an adequate system 
of lighting. 
o@ > 


In every factory, railroad shop, service station and 
similar location, will be found obsolete and depre- 
ciated lighting equipment that will be replaced if 
someone will make it his business to get it done. 
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And this means not only reflectors and other light- 
ing fixtures, but for every reflector from two to 
three times as much in lamps, wire, conduit, out- 
let boxes, panelboards and other fittings. 











o@ °o 


Write the main office or any of our divisional 
offices for information on the many facilities we 
have to help you make 1930 a big lighting year. 
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: BENJAMIN ELECTRIC MFG. CO. 


General Offices and Factory: 
DES PLAINES (Chieago Suburb) Ill. 


Divisional Offices and Warehouses: 
247 W. 17th Street, New York 111 N. Canal Street, Chicage 448 Bryant Street, San Francisco 
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Advantages of C-H Uni- 
versal Meter Service Switches 


(Bulletin 4311 H1) 


First standard device offering eco- 
nomical provision for branch cir- 
cuits. Compact switchblock combines 
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SEA ACCEesst n 
Advantages of C-H Standar unit- One or two 0 blade types for eo Advantages of C-H Light 
Duty “Type C” Switch dead fuse type, Connections con- Duty Entrance Switch 
(Bulletin 4131) (Bulletin 4141) 











Quick make and quick break pre- 
vents burning of contacts, gives far 
longer life. Molded crack-proof base. 
Rugged, careful construction. Small 
case yet easy to wire. Removable 
handle to prevent tampering. Six 
sizes, from 30 to 400 amps. 250 and 
600 volts. 


- Quick break to reduce arcing 

and prolong life. Plug fuse or 

cartridge fuse type. 21 sizes, 

30 to 100 amperes, 125 250 

volts. Solid neutral, 2 or 3 
wire. Low price. 






Why take the 
hardest road to profits? 


O matter how good a salesman price. It is backed by a reputation 

you are, competition is too stiff which for 30 years has been known 
these days for youtorely on yourown and respected by your customers... 
efforts unaided ...in “putting your- the reputation of Cutler-Hammer. 


self across.” Don’t hook up with C-H Safety Switches are of highest 
second-rate or unknown wiring ma- erade workmanship, advanced de- 
terials. They are dead weights ... sign, rugged construction—and have 
unknown quantitiesto yourcustomer features which assure perfect con- 
which handicap your efforts to land tacts, reduced arcing, added years of 
the job. trouble-free service. In addition, C-H 

Instead, use wiring materials which Switches are most economical of 
are well-known to your customers space, and easy to wire. 


. « » materials which they already Typical C-H Switches are shown 
know, and prefer... materialswhich above... and full information as to 
bring you an adequate profit. any C-H Switth can be secured at 


For example, Cutler-Hammer _ your jobber. A complete catalog will 
Safety Switches. There’s a switch in be sent you direct from Milwaukee 
this line for every need, at every ...at your request. 


CUTLER-HAMMER, Inc. 


Trumbull-Vanderpoel Electric Mfg. Co., Inc. 


Subsidiary 
1308 St. Paul Avenue 
MILWAUKEE + WISCONSIN 


CUTLER HAMMER 


High Quality Safety Switches For Every Service 


(A-374) 
FEBRUARY, 1930 73 




















‘very 


‘lo prove 
Friends and 


13 @0 =. 


Mr. S. C. Sachs, President 
of S. C. Sachs, Inc., St. Louis, 
Mo., believes in using his 
experience and that of his 
organization to make certain 
complete modern wiring is 
installed on every job they 
do. Architect—builder— 
home owner—all welcome 
his help, for they realize the 
necessity of expert wiring 
advice in these days of the 
increasing use of electricity. 
How weil this policy has 
succeeded is borne out by 
the factthat S.C. Sachs, Inc., 
is one of the most prosperous 
contractors in St. Louis. 











E see in every installation effectively and 

economically made, an opportunity to 
build future business by giving our customers 
every benefit of our experience,” says Mr. Sachs. 
“If we are successful it is because we have carried 
out this idea to the very limit of our ability 
throughout our pericd of service as electrical 
contractors. 

“We place first importance upon having every 
detail of wiring plans correct, complete and 
modern ... using every job as an opportunity 
to prove ourselves to our friends and clients, 
particularly when some unusual problem is 
involved. 


“Herein,” continued Mr. Sachs, “‘lies the com- 


petitive aspect of the electrical contracting 
business. Clean cut competition not involving 
price on materials is a problem of planning a 
layout, efficient in every detail. Such a layout 
will meet all requirements and enable us to 
handle our labor to the best advantage. 


“We are proud of our reputation,” said Mr. 
Sachs in concluding, ‘“‘we are proud of our 
clientele and of their loyalty to us. And we are 
equally proud of our organization .. . of the 
men on the job who make the realization of 
our plans possible.” 


Mr. Sachs is representative of the constantly 
increasing number of electrical contractors who 
use their experience to build new business and 
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who protect their good will by using Cutler- 
Hammer Wiring Devices. You can have this 
same protection by specifying Cutler-Hammer 


Devices. 


The C-H Line of Wiring Devices increases 
lighting convenience in every corner of the 
house . .. and there is a C-H Device for every 
need. C-H quality—backed by 30 years’ experi- 
ence—is your guarantee of satisfactory perform- 
ance. Your jobber has them. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 


Job offers an 
OPPORTU} 


Ourselves to our 
Chents’» » » 


~ @ & & Says 


S. C. Sachs, Inc. 


1286 St. Paul Avenue contractors. 
MILWAUKEE, WISCONSIN 


A portion of the office of S. C. 
Sachs, Inc., St. Louis, electrical 
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In the belief that the wholesaler is benefitted most by advertising which teaches better business methods to his 
customers, the Cutler-Hammer campaign, of which this advertisement is a part, will give the experience of leading 


contractors in building and holding business, using methods always advocated by Cutler-Hammer, Inc. It appears 
steadily in Electrical Record and Electrical Contracting. 


OY 




























C-H Toggle Type Surface Switch has 
a beautiful Thermoplax cold-moulded 
base, cap of polished nickel, and a 
black composition operating lever 
which indicates whether current is on 
or off. Made in single pole, double 
pole, 3-way and 4-way types. Ap- 
proved by the Underwriters. 
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<-H Catalog 7281 ‘‘Rubber-Mounted’’ Toggle 
Switch. The mechanism—“‘full-floating’’ on two 
resilient rubber cushions—is extremely simple. 
No screws, and but one rivet. No metal connec- 
tions to transmit sound. Short, stubby contact 
blades are heavy to prevent destructive ‘‘bounce’’ 
and pitting. Heat-proof, crack-proof Thermoplax 
case protects mechanism from all! foreign ma- 
terial. Single pole, double pole, 3-way and 4-way 
types. Approved by Underwriters. 
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C-H Automatic Door Switch is especially 
convenient for lighting closets. Light turned 
on automatically when door is opened. Fur- 
nished in two tybes—with approved box for 
Loom, “BX” or Non-metallic, sheathed cable 
—or without box, but to fit any standard 
switch box, for rigid conduit work. Approved 
by the Underwriters. 





1920 


Open Fuse 
Material 


1920 


Ten years ago. Ten short, whirling, busy working years. Ten years of thinking, 
planning, striving. Ten years research to make a product steadily grow better. 
Ten years of sincere, earnest efforts to render industry a service. 

Ten years changing, adopting, adjusting to meet modern distributive 

growth. Ten years trying to play the game fairly and honestly and 

always looking forward with eyes on the stars but feet on the earth. 

Ten years of growth in production, in service and in friends 

throughout the trade. Ten fleeting years trying to make 

business better for ourselves, our friends and the industry. 


That’s the record of the Bussmann Company, a division 
of the McGraw Electric Company. 


BUSS is proud of this record—is proud too of over 
ten years association with the trade through the 
advertising pages of Jobber’s Salesman—but 
prouder still that each year has added to our 
friends among distributors, their salesmen and 
industry at large. errr Fr FAFA A SA 
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IN PRODUCTION 
IN SERVICE 
IN FRIENDSHIP WITH» 
THE TRADE 








Non Renewable 
Fuses 





Renewable Fuses 
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The choice of Paranite Rubber Insulated Wires and Cables 
for all electrical wiring in these buildings 1s significant of the standard of quality 












vanities in Paranite. 
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Asove. The New Catalina Island Casino, 
Catalina Island, California. 
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Lert: Chicago Civic Opera Building, Chi- 


cago, Illinois. 
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Betow: New Pasadena Junior High School, 


Pasadena, California. 
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but One Ambition 


— ie Make P ARANITE Wire P referred 
[-  — Quality Counts 


[ is observing its Fortieth Anniversary ... It has been forty years since J. H. Sei- 
berling founded the Indiana Rubber & Insulated Wire Company — forty years filled with 
constant effort to make Paranite Rubber Insulated Wires and Cables “better than code re- 
quires” —forty years that have been crowned with success, as attested by the definite pref- 
erence shown by architects, engineers and contractors, wherever quality is the determining 
factor. And Paranite offers more than quality —it offers working advantages and convenience 
in handling that make it a more profitable wire to use .. Paranite pulls easier through 
pipe—even in warm weather it won't jam conduit at bends... Paranite’s finish does not 
soften in hot weather—wvill not soil interior decorations ... With good wire such as Par- 
anite, the workman can pull more footage per day than with inferior grades... Every coil 
of Paranite is exactly 500 feet, eliminating possibility of mistakes by stockmen... For deal- 
er’s convenience in stocking, five coils of Paranite, of 500-foot length are individually 
paper-wrapped, and packed in fibre-box container... All Paranite stranded and solid satu- 
rated braid fixture wire is put up on spools of tooo feet each. 

And finally Paranite quality is known and recognized everywhere, not only by the ser- 


vice it gives, but through years of consistent advertising to the trade. 








PARANITE 


“Tf It’s PARANITE—It’s Right” 


RUBBER INSULATED WIRE and CABLES 


INDIANA RUBBER & INSULATED WIRE CO., JONESBORO, INDIANA 
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Whatever your Customer’s 
Pin needs may be, there is a 
Peirce Design to fill them. 


For years, Peirce has not only kept abreast of rapid 
developments in the pin line but has designed and 
placed on the market many innovations in Forged 
Steel Pin design which have been consistently suc- 
cessful. 
Furnished in all sizes and styles including the fol- 
lowing: 
Lead Thread Short Shank for Steel 
Steel Threads for Thimbles Arms 

cemented into Insulators Long Shank for Wood 
Malleable Thimble Type Arms 
Wood Cob Lag Screw Style 
Spring Thread Pole Top Pins 
Corner Pins Clamp Pins 


Sold exclusively through 
the Jobber, 


‘Hubba aic 


PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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ur 
birthday annwersary 


Ao years ot 


quality....., at 


moderate price - always allowing 
you a liberal margin of profit 


porcelain 


and 


brass 
wiring 
devices 


A complete line, constantly 
improved, from one_ reliable 


source. 
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PASS &« SEYMOUR lnc. 


Division J 


SOLVAY STATION, SYRACUSE, N. Y. 


Chicavco 


. RE . 
Ran Kr Cteme 








... distinguished 


vy Leauty, convenience 
ind durability 


ALABAX” Porcelain Lighting Units are 
n a class by themselves. . . . More style 
nd dash and they harmonize perfectly 
vith the most refined surroundings. . . 
\ variety of color decorations. . . . Brack- 
ts equipped with pull chains offer the 
dvantage of individual control even 
hough a wall switch is used. 


‘ALABAX” devices are impervious to the 
ffects of heat, moisture or bright sun- 
ght. They are clean and sanitary and 
nay be obtained in a wide variety of 
tyles and colors. Brackets and hangers 
‘etain their beautiful “fired-in” lustre in- 
lefinitely. A few brisk rubs with a damp 
‘loth and they are as spotless as new. Easy 
o sell and install. Write for catalog No. 
29 illustrating the complete Pass & Sey- 
nour profit line. 
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PASS & SEYMOU 


SOLVAY STATION, SYRACUSE, N. Y. 


NIT aut Vark 


Division J 


Chicago 


wine. 









PX EACTS may Surprise You, too | 





1922 | 1923 | 1924 | 1925 | 1926] 1927 | 1928] 1929 
| 





















































































1920 | 1921 | 
GROWTH in PERCENTAGES 
OKONIT E GBB of OKONITE and MANSON tape 
175% | Sales for last ten years... 
° GROWTH in PERCENTAGES 
| TAPE ome: of iy cy me eevee 
obbers for last ten years 
MARKET a, all makes and grades o 
150% rubber and friction tapes. 
| 
125%! | 
| il] ] 
a WN Im) 
| —? | 
| | 
| 


OKONITE PRODUCTS 


Okonite 
Insulated Wires 
and Cables 


Varnished Cambric 
Cables 


Okonite 
Insulating Tape 


| 


| 


Manson & Dundee | 


Friction Tapes 
Okocord 





Okoloom 
a 
OKONITE-CALLENDER 
PRODUCTS 





impregnated 
Paper Cables 


Super-tension Cables 


Splicing Materials 
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URING the past ten years the sales of OKONITE and 

Manson tapes have increased about 80% over what 
they were in 1920. During this same period the total sales 
of all rubber and friction tapes sold by Electrical Jobbers 
have increased only a little better than 20%. The sources 
from which these facts are drawn are the OKONITE sales 
records and the published reports of The Jobber’s Sales- 
man. 








Naturally, the market for the high quality OKONITE 
and MANSON tapes is smaller than that for the popular- 
priced tapes. But these authentic figures show that the 
inarket for quality tapes is growing faster than the general 
tape market. 








This growing market is worth cultivating. It is composed 
of buyers who want the best, who don’t haggle over prices, 
who have substantial credit, who pay their bills on the nail. 






Are you going after it? 


























OKONITE QUALIT 
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‘This Package Contains 


: — 


him 
BOX CONTAINS 


Ya/ POUND 3% INCH 
/ 


~ BLACK 
fi THE OKONITE COMPANY 
Founded 1878 
= meee —— THE OKONITE-CALLENDER CABLE COMPANY, INC. 
\ Way, ams jf Factories: Passaic, N. J. Paterson, N. J. 
DN \ =OKONITECO. 
a “Ueno” A SALES OFFICES: 
~\ NEW JERSEY NEW YORK CHICAGO PITTSBURGH $T. LOUIS BOSTON ATLANTA 
: BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE DALLAS 
Novelty Electric Co., Philadelphia, Pa. Canadian Representatives: Cubon Representatives: 
F. D. Lawrence Electric Co., Cincinnati, O. Engineering Moterials, Limited, Montreal Victor G. Mendoza Co., Havana 





As a starter, send for a copy of “Splices and Tapes”. 
It contains authentic information about tape stand- 
ards that will be very useful to you in selling high 
quality tapes. 















Y CANNOT BE WRITTEN INTO A SPECIFICATION 













() Years Ago 


No profit in delving into the 
past, still— 

We're proud of it because the 
10-year span of ‘‘Red Spot’’ de- 
velopment have been years of 
accomplishment, business friend- 
ships and practical success. 

When we started to make 
commercial lighting hangers ten 
years ago there was literally 
“no bottom to the market’. 
No matter how cheap one man 
priced his product there was 
always somebody able to cut 
under. No nourishment in that. 


So we established the Wake- 
field standards. 


The industry accepted these 
standards. 

Today any man can make 
money in the lighting business 
who wants to. 

The foundation of good for- 
tune in the lighting business is 
exactly the same as it is in any 
other business—appearance and 
performance. Wakefield material 
has pretty generally been more 
acceptable in appearance and it 
has certainly excelled in perform- 
ance. The jobber somehow net- 
ted a bit more on it. The in- 
staller saved in labor and gained 
in margin. We never knew of a 
customer who was not com- 
pletely satisfied. On that basis, 
success 1s automatic. 

But nobody can get ahead by 
standing still, hence 


The WAKEFIELD 
MODERNISTIC 


smart, clever, in step with the 









































WAKE 
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—and Today 


vogue, yet having the true Wake- 
field basis of quality and struc- 
tural superiority. 

We are candid in saying that 
we do not know whether this is 
a jobber number or not. If you 
want it, you can have it—and 
with it our fullest co-operation 
as always. 


We believe that a certain num- 
ber of smart jobbers with a flair 
for grabbing profits from pop- 
ularity, will see in this design 
an opportunity to re-light many 
old installations wherein the 
equipment is getting a bit dingy 
and out of date—of grabbing off 
many new jobs where owner and 
architect are seeking modernism 
at a practical price. 

To all such, we suggest that 
you write for fuller information. 

To all others—those who sit 
on their hands and wait for 
‘“demand’’—we are compelled to 
say that if the jobbing trade does 
not respond we'll have to do the 
best we can. 

The common-sense thing is to 
write for a sample and try it out. 
That costs next to nothing, and 
the results might surprise you. 


May we suggest that you write today? 


SELLE 


THE F. W. WAKEFIELD 


BRASS COMPANY 
VERMILION, OHIO 
U.S. A. 


FIELD 


SPOT 
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Square D new, Nar- 
row Panelboard 
with four plug-fuse 
sections — safety 
door open. 


Class 8536S Com- 
bination Starter — 
Automatic Starter 
and Meter Circuit 
Switch = one com- 
pact cabinet—equip- 
ped with fuse blocks. 


SQUARE 





Square D Combination Fuse 
Cabinet with 60-amp. branch 
and eight 30-amp. branches— 
also showing “‘close-up”’ of the 
pull-out plug to which is at- 
tached the 60-amp. fuse. 


Square D Meter Ser- 
vice Breaker, o 
—circuit breaker 
sealed to prevent 
tampering. 


Meter Service 
Breaker, closed— 
showing front- 
operating, insu- 
lated handle that 
may be locked in 
“off”? position. 


Square D Indu«- 
trial Safety 
Switch, widely 
used by industry 
for ten years 
and more 
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Ten years ago the Square D Company was firmly established in an out- 
standing position in the electrical equipment field . . . the name “‘Square 
D” was the nation’s best-known in the manufacture of safety switches. 


Today “Square D”’ still comes instantly to mind when safety switches 
are thought of . . . but, through the addition of many other products to its 
line, the Square D Company has taken its place among the leaders in the 
manufacture of every type of electrical control equipment. 


Square D’s growth has been uninterrupted since 1902, the year the com- 
pany was founded. Constantly the ideal of electrical safety, in industry 
and in the home, has guided Square D ... to SUCCESS. Square D has 
led the way to safety. 


Illustrated on these two pages are a few of the most widely popular Square 
D electrical control products . . . each of which staunchly upholds Square 
D’s 28-year-old reputation for guality. Complete information, including 
prices, on every product in the Square D line, is immediately available 
at the three Square D factories, or at any one of the 28 branch offices. 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: DETROIT, MICH., PERU, IND., AND MILWAUKEE, WIS. 
SQUARE D COMPANY, LTD., CANADA, WALKERVILLE. ®°NTARIO 
BRANCH OFFICES: Toronto, Montreal 








Square D Makes a 
COMPLETE Line of 


SQUARE-Duct, |g ! : Af Aes : 
a ar ae <=, Electrical Control 


j thod for | , [ 
clea mechedioc 3 im Equipment 


available at all P”: ae id ., _ Switch and Panelboard Division, Detroit 


times for changes Industrial Safety Switches 


Meter Service Switches 
Square D Class 8532 Auto- Square D Industrial Safety SQUARE-Duct (the rigid suspension 
matic Across-the-Line Start- . Switch of the latest type, equip- method for wiring) 

er with push-button control. ped with arc suppressors. Panelboards for Both Lighting and 
Power 


Fuse Cabinets 
Outdoor Meter Boxes 
Voltage Testers 
Meter Service Breakers 
Industrial Controller Division, Milwaukee 
Automatic Starters 
Combination Starters (Automatic 
, cece ' Starters with Motor Circuit Switches) 











Compensators, Both Automatic and 
; Hand-Operated 
“tf | M ee ae na 
| ; otor Circuit Switches 
Bee Magnetic Contactors 
ELECTRICAL |.©& EQUIPMENT lagnetic Contacto 
S011 Disconnect Switches 
Float Switches 


B R A N Cc H I Cc E S Porcelain Division, Peru, Indiana 


Atlanta on Baltimore - Boston - Buffalo oe ber jee haar ‘ Snceas Porcelain Insulators 

8 avenport enver etroit ran apids ouston ndianapolis Speci ; oduc 
Kansas City Little Rock Los Angeles Milwaukee Minneapolis New York Philadelphia pecial Porcelain Pr ts (158) 
Pittsburgh Portland Richmond San Francisco St. Louis Seattle Syracuse 
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OR a great many years, Clements has observed an unchanging policy of pro- 
tection to the jobber. It is our intention to continue in this manner. 


We find that our jobbers are loyal to us. Thus we may confidently look for- 
ward each year to an increased business. We feel that this is a far more sound 
and satisfying set up than that of those who make quick policy and price changes. 


We feel, too, that our many years of contact with jobbers has taught us the type 
of cooperation which best fits in with the jobbers’ peculiar problems. 


We give this cooperation ... PERSONALIZED help . . . keeping salesmen 
advised regarding sales features . . . direct-by-mail help to the salesman on 
his own selected list of accounts .. . circularization for selected dealers. 


Our sales helps are free. It shows you how alert the Clements Mfg. Co. is 
in extending factory cooperation. 





Statistics show that the same level of sales for vacuum cleaners has been 
maintained for more than 10 years. There is a big year ahead. Let the Clements 
organization get back of you in 1930. 



























































A number of jobbers have visited our factory. We are 
always glad to receive such visits. We like to show the 
care which is taken in the manufacture of our line of 
cleaners . . care which proves itself in the satisfac- 


tion which our machines give the ultimate user. CLEMENTS MFG. CO. 
CHICAGO 


CLE We ee 
VACUUM CLEANERS 
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They represent perfection of design and manufac- 
ture, the result of 20 years’ untiring effort to pro- 














duce the best vacuum cleaners on the market—and ne 
they cost no more. ... We take this occasion to Sap t 
congratulate “THE JOBBER’S SALESMAN” on ee 2 Oe 
its 10th anniversary. We appreciate the good work : re $ 


this splendid business paper is doing in strengthen- y, 
ing that important link between the manufacturer “Is 















and the dealer. . . . Cannot we get in touch with ; 
you regarding our original sales plan which enables : 
jobbers and their salesmen to merchandise both of Fe 


these cleaners at the same time without extra sales 
effort, or expense. 
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Buablesye 
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Vs ‘risks. All b sts, | 
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JEWEL 


Straight suction type with suction con- 
trol adjustment, which adapts full effi- 
ciency to all rugs, regardless of nap 
length and to bare floors. ... n 
enclosed unit makes bearings dust-proof 
and working parts simpler and morg® 
durable. Incorporates new safety face 
tors, eliminating repair risks. A Flog 
Polisher given free. 


Retail Price ......................------ 
7 pe. Attachmentts.................- 


CLEMENTS 


VACUUM CLEANERS 









CLEMENTS 
MFG. CO. 


CHICAGO 
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GENERAL ELECTRIC 
Now! 


GENERAL ELECTRIC 


* not the name of a thing but the mark of a research service 
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N ATIONAL MAZDA Lamps—long a General Electric 
product—now take the name of General Electric 


MAZDA Lamps. 


Gladly a famous name gives way to a greater one, and 
proudly we place on the familiar blue carton an identifi- 
cation more fully descriptive of the lighting miracles 
which it contains. 


To the incandescent lamp which Thomas Edison gave 
the world, The General Electric Company and its MAZDA 
Research Laboratories brought tungsten filaments and 
gas-filled bulbs, that they might burn more brightly .. . 
beautiful colors, shapes and inside-frosted glass, that they 
might please the eye as they protect the vision . . . and 
great machines that they might be made to sell for less 
as they serve more. 


Thousands of men, millions of dollars, the unlimited 
resources of The General Electric Company have poured 
improvement after improvement into the little bulbs of 
incandescent sunshine, which now give more light for a 
cent than the lamps of 1890 could radiate for half a dollar. 


Now we enter the golden age of light. We know that 
it is as necessary to life as the very air we breathe; we 
know that electric light now placed within the reach of 
all is serving all in an ever greater way. So for every 
lighting service there are General Electric MAZDA lamps 
—lamps that are a step ahead: 


G. E. MazpA Inside-Froste ny 
The economical 100-watt G. E. Inside-Frosted MAZDA 
lamp for the kitchen, garage, laundry and bathroom. The 
60-watt for the reading and bridge lamps. The 25-40- 
50-watt lamps for the many places where less light is 
needed. They protect the eye from glare as they give 
more light for your money. 





MAZDA LAMPS 


t. MA 
= 


Sell these 150-watt G. E. MAZDA Daylight lamps fcr 
the many tasks about the home that are best done under 
daylight. For detecting scorches, matching yarns, quicker 
shaving and many other uses. A companion to the 100- 
watt Inside-Frosted G. E. MAZDA lamps in the work- 
rooms of the home. Daylight lamps are also available in 
60- and 100-watt sizes. 


- ~ , 
y. | M f 4 [ 4 VMorcu T it ’ e i 4 


G. E. MAZDA Flametint lamps for mellower living. Step- 
Ahead candle lamps for softness and beauty. Modernistic 
lamps to add the final note to new modes in modern deco- 
ration in many colored effects. Colored lamps in a wide 
range of beautiful shades, frosted on the inside for ease 
of cleaning. Especially for breakfast rooms, sun porches 
and unusual lighting effects for holidays and parties. 


These are a few of the Step-Ahead General Electric 
MAZDA lamps with which you may serve your customers 
profitably and well. 


They will be featured in a double page colored spread 
which announces the change of name in the January 18th 
issue of The Saturday Evening Post. They will be featured 
throughout the entire 1930 General Electric MAZDA lamp 
advertising campaign—which is more than 20 per cent 
greater than any in history. 


To the distributors of General Electric MAZDA lamps, 
we bring new window displays and new merchandising 
material that are a step ahead. True to the times, geared 
to your needs and worthy of the great product you sell, 
these business builders are here to help you step ahead 
with General Electric MAZDA lamps. 





NationAL Lamp Works of Generac Evectric Company 
Neca PArK, CLEVELAND, OHIO 
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Class Steel 

Vapor Proof 

Angle Bowls 

Deep Bowls 

R.L.M. Domes 
Shallow Domes 

Sign Board 

in their various types 
and sizes. 














have always been marketed 
exclusively through Jobbers 


Over 30 years ago when we were the principal 
arc lamp manufacturers (Adams-Bagnall) in the 
country, we established the policy of marketing 
our product exclusively through Electrical Job- 
bers. With the decline of the arc lamp and the 
ascendency of the incandescent lamp for indus- 
trial lighting, we began manufacturing ABolite 
Reflectors but never have found it necessary to 
change our policy of selling exclusively through 


jobbers. 


Today we have an ever increasing market for 
our complete line of scientifically designed and 
uniform quality of reflectors for practically ev- 
ery purpose—The Reliability of perfect porce- 
lain vitreous enamel on Armco Ingot Iron. The 
strong and rigid ABolite with the round full 
beaded edge. 


—-—--—--—---—--------—+ 


Che ABolite Reflector Co. 


lerm! il Tower Cleveland, Ohio 


Please send your catalog No. 180. At present we are in- 


terested especially i 
Reflectors. Send 


Company 


Address 


Mail now and have this data ready when you need it. 











\BOLITES 


Send now for the com- 
plete Catalog giving all 
types, sizes and technical 
data on ABolites. Cata- 
log No, 180 is ready for 
you now. 
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The Same High Standard 
of Quality for 39 Years 


| cacmieaninate workmanship, highest grade 

materials, excellent mechanical and 
electrical design plus 39 years experience 
devoted exclusively to the manufacture 


i. of fan motors and power motors. 


YF ~ 


“with a 5-year 
Fans — 


Hh 
THE EMERSON ELECTRIC MFG. COMPANY 
2018 Washington Ave., Saint Louis 
806 W. Washington Blvd., Chicago 
155 Sixth Avenue, New York City 








1 3 
Motors °° | MOtCOrs <=: fans 


- Split phase, Polyphase, D.C., Desk—Ceiling—Exhaust 


Repulsion Start Induction Ventilating — Furnace Fans 
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Their Record of Service has 
proved their stability and 
Superior Quality 


As manufacturers of long standing in the indus- 
try we desire to congratulate “THE JOBBER’S 
SALESMAN” on its tenth anniversary. 

That same steadfastness to purpose which ne 
made this splendid business paper so helpful to 
the salesman of the electrical wholesalers is in 
line with the Hemingray policy. . . . 
Hemingray Glass Insulators keep the inner area 
_, ee 


This prevents creeping moisture in wet weather. 

. The drip points provided are something extra 
that your contractor customers appreciate. 
Through standardization of manufacture great 
economies are effected for contractors everywhere. 
: . This advantage is reflected in sales. 
Hemingray engineers always are glad to be of 
service to your customers in solving their glass 
insulator problems. Write today for catalog and 
sales helps. 


HEMINGRAY GLASS CO. 


MUNCIE, 


INDIANA 


HEMINGRAY 


GLASS 





INSULATORS 
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No Manufacturer 


ever put out a stronger or more 
beautiful line of Lighting Fixtures than 


~~ 
SS 








RV 
SI ZZ 






— 


NLM 
OL 
OF SHADED LIGHT 


A Beardslee product, with all the quality, 
value, artistry and distinction the name 
Beardslee ever has stood for. 










There are a few jobbing territories 
open on this line. 


If you are a recognized wholesaler, maintain a 
stock and an adequate sales organization, we can 
show you and your dealers a profit worth while on 
this readily salable line. In such a case you can 
count on us to consider you as a part of our sales 
departmentand you can look to us to be interested, 
really interested, in your making a profit. 














BEARDSLEE 
CHANDELIER 
MFG. CO. 


CHICAGO 
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This handsome wall 
bracket is No, 022L 
of Series 20, Wéel- 
liamson Shaded 





Light. 
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EAVY zinc outside coating withstands 

four 1-minute dips of a copper sulphate 
test—double the Underwriters’ requirements. In- 
side coating, our own laboratory-made Black 
Enamel—baked on. The easiest fishing. 
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TEN MORE YEARS of 
Hotpoint Progress 























AJ HEN the first issue of Jobber’s Salesman came off the 

press this company, a merger of the Hughes Electric 
Heating Company, the Hotpoint Electric Appliance Company 
and the Appliance Division of the General Electric Company, 
was only two years old. Each of these three organizations had 
been in business for many years—and each had been the pioneer 
and leader in its field. Already, the industry and the jobber had 
accepted our plans and policies; and in this premier issue we 
announced that plant capacity had to be doubled. 








The factory space of 1920 is only a small part of present 
manufacturing facilities. During all of its history, Hot- Sf 
point has steadfastly adhered to a strict policy of selling ee 
through the jobber. ta 

Evidence that this policy has paid is at every hand. pa 
In 1929 over two million Hotpoint appliances were mr 
sold to the public through the jobber. = 
We appreciate the wholehearted effort and co- at 
operation of the distributors and their salesmen who bes a 
oe have contributed largely to this mighty growth. ey ies. 
. a ° & 
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EDISON 
GENERAL ELECTRIC 
atoeran Masa INC. 
5600 West Taylor St., Chicago 














1904. ~=TWENTY-SIX YEARS OF LEADERSHIP 1930 
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Non-Renewable Plug 
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To the plectrical pistrivutors, 
Gentlemen: - 
We are pireased to announce 
yon-Renewadle Fuses and on-Renewad 
aaition +o ou Let 
and Ren 


+ is our poricy to sell through aistributors 
stocking arrangement 
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reasonable number 
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rs auring the year: 
working con- 
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hundre 
yours, 


cordially 


ceneral Manager 


PIERC 
E RENEWABLE FUSES, Inc 


77-79 Swa 
n St. 
Buffalo, New York 
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Keeping pace with the 
Seven League strides of 
the electrical industry. . 


ar ngpnayey megan es a eases 

















Te-Slot Screwless Plate Twist-Lock New Socket Radically New 
Outlet of Bakelite Devices Mechanism Toggle Switch = 





In the past decade HUBBELL has 
announced five major inventions 


Te Hubbell laboratory strides side-by- 
side with the electrical industry; pro- 
ducing new and tremendously improved 
devices to meet the needs of progress. 


Here the first pull socket was produced; 
also the first detachable attachment plug. 
And in the last decade, five outstanding 
inventions have been passed on to you 
from this laboratory. 


First you received the Te-Slot Con- 
venience Outlet. Then the famous Twist- 
Lock Devices, banishing disconnection 


HARVEY HUBBELL, Inc., Main 


trouble for American industry. Next came 
Screwless Plates of Bakelite in any color 
or finish. In the last year a radically new 
socket mechanism was developed. Also a 
new and long-wanted line of toggle 
switches which overcome the chief switch 
trouble—burning of contacts at the make. 


The trade can continue to look to the Hub- 
bell laboratory for new and better equip- 
ment. Right now we are enthusiastic about 
some devices on the test machines. Watch 
the Hubbell advertising for new things. 


BRIDGEPORT, CONNECTICUT 


HUBBELL ‘Wiring Devices 















This Year-Sell Light! 





Join with the gospel- 
spreading army of 
WBB’s in selling “Mod- 
ernized Lighting” to 
stores, factories, office 
buildings, warehouses, 
and business in general. 





ERE at “WBB” headquarters we have been giving 
a great deal of thought to the Contractor’s prob- 
lem (which is your problem) in developing 1930 busi- 


ness. 


We have discussed the business building prospects 
with Jobbers and our friends in the contracting business 
and it seems clear, in view of the facts, that the thing to 
sell in 1930 is NOT merely wiring but—LIGHT! 


Go tell your contractor customers: 


“Sell the idea of modernizing with light and the sale 
of wiring equipment and service will take care of itself!” 





Wiremold *“Modernize With 
Light” Campaigns for 1930 


Jan. - Feb—STORE LIGHTING 


Mar.-Apr.—EFFICIENCY 
LIGHTING 


May-June—SCHOOL LIGHTING 
July-Aug—OFFICE LIGHTING 
Sept.-Oct—FACTORY LIGHTING 
Nov.-Dec.—STORE LIGHTING 











Tell them: 


First that business men are going to spend their money 
more wisely this year than ever before. 


Second that modernization of lighting will increase 
sales in a store, improve output and reduce cost in a 
factory, maintain and develop rental values in an office 
building; save or make money everywhere. 


You know, of course, that Wiremold provides the 
simplest, most practical, least expensive method of mod- 
Obviously then the line of least 
resistance and greatest sales possibilities is to join with 
us in helping “WBB’s” to sell “WIREMOLD MOD.- 
ERNIZED LIGHTING!” 


a rate 


President 


ernizing with light. 


THe WiremoLD COMPANY 


HarrtrFoRO,CONN. 








NON-METALLIC SHEATHED CABLE 
UNDERWRITERS’ STANDARD 











The WiremorD Line “USE DUET 


INCLUDES 


GUARANTEED No. 500 Conduit Fittings—For Extensions 
SLICK-FINISH No. 700 Conduit Fittings—For Branch Circuits 


No. 1000 Conduit Fittings—For Main Circuits 
Window Lighting Units—adaptable to all windows. 





GUARANTEED 
“SLICK-FINISH’’ (PATENTED) 
ALL-WEATHER LOOM 
UNDERWRITERS’ STANDARD 











absolutely perfect joints in a jifty 


y—tnsure 
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Ten years ago all panelboards were “custom made” on slate or 
other material and each panelboard was a separate order for 
specialized production. Having at that time been leaders in 
the manufacture of panelboards for more than twenty years 
{and contractors until about eight years ago} the Frank Adam 
Electric Company was doing constant development work. 


About 1920 we 
conceived the idea 
of a sectional panel- 
board made up of 
moulded insulating 
material with the 
current carrying 
parts riveted into the proper recesseson the rear of each section, 
making each section acomplete dead front panelboard ready 
for connecting to bus bars and fastening tothe mounting back. 


@ Type TP Section 





The origination of this sectional safety type composition 
unit brought about the complete revolution of panelboard 
manufacture, making possible progressive manufacturing, 
complete standardization of both panelboard and steel cabi- 
net and higher quality at lower cost. Safety was greatly in- 
creased by the mounting of all current carrying parts from 
the back, producing an absolutely dead face unit that always 
remained that way. 


As this design was entirely new, there was no type of switch 
on the market to fit our particular idea. While we were de- 
signing a new switch, we decided to carefully develop a 
switch, not alone to fit the proper housing in the rear of the 
dead front section, but to design and build it so that it would 
be absolutely dependable as an operating mechanism, and 
give continuous service to the occupants of the building 
practically as long as the building was in use. 


The result was the substantial and ruggedly constructed &@ 
Tumbler Switch, with few but sturdy parts. After ten years 
of practical application, we can say that our & Tumbler 
Switch has proven absolutely reliable. 


This new method of panelboard construction so standard- 
ized both the & Panelboard and @ Steel Cabinet that they 
fit each other accurately, though installed months apart. 


Progressive Selling Ideas 


Having a product of unquestioned merit, we planned to sell 


only through jobbers. We developed the @& Jobbers Stock 


DISTRICT 
OFFICES 


Atlanta, Ga. 


Frank Adam 


Carrying Plan on @& Steel Cabinets that gives immediate 
service to customers and with additional profit to the Job- 
bers, that has been very successful. We advertised and are 
advertising nationally to all those who have any influence 
on panelboard selection. 


The ® Selling Organization 
Co-operation 

Every district office salesman is a man who knows wiring 
plans, specifications and the specialized work of panelboard 
and switchboard selection and installation. These men are 
ready at all times to co-operate with the Electrical Contrac- 
tor, Architect, Engineer, Industrial Electrician or Jobbers 
Salesman, without obligation of any kind, to further the 
proper use of & Panelboards. We invite all to use this service 
to their own advantage. 


The history of panelboards is the history of @ for @ has 
always been the pioneer, the developer and stabilizer of the 
industry. It is a history of progress, high ideals, common 
sense, and fair play. As we pass this “ten year period” of 
Jobber Progress we promise 
them our best co-operation, and 
wish them even greater success 
in the future. 








ye 


LS 


DISTRICT OFFICES 


} Detroit, Mich. Omaha, Neb. 
Baltimore, Md. Jacksonville, Fla. Philadelphia, Pa. 
Boston, Mass. Kansas City, Mo. Pittsburgh, Pa. 
— —" x co Angeles, Calif. San Francisco, Calif. 
Shicago, OM A Y Memphis, Tenn. Seattle, Wash. 
ac agg pehhcgaa E LECTR | Cc P N Minneapolis, Minn. Tulsa, Okla. 

allas, Texas 


ST. LOUIS 


Denver, Colo. 


Vancouver, B.C. 
Winnipeg, Man. 


New Orleans, La. 


New York,N. Y. 
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Bucket Blade Exhaust 
Fan 


Sizes 9, 12, and 15 
inch. Finished in 
Battleship Gray. 
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“The Jobber’s Salesman” ® 


anniversary 
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Creel Type 
Ceiling Fan 


Particularly adapted 
for narrow passage- 
ways and other ap- 
plications for which 
standard fans are 
unsuitable. 











PPEBRUARY brings to “THE 
JOBBER’S SALESMAN” the 


close of a decade of noble and inspir- 
ing work for both the electrical job- 
ber and manufacturer. We take this 
opportunity to congratulate “THE 
JOBBER’S SALESMAN” for its 
splendid work. February also marks 
the time when jobbers and their sales 
men should get busy on their Fan 
Contracts for the year. When you 
choose your line of Fans for 1930, 
think just of the Diehl line—it’s com- 
plete. Desk and Bracket Fans, Ven- 
tilating Fans, Ceiling Fans—a fan for 
every purpose. The Jobber who se- 
lects the Diehl line is assured of en- 
thusiastic co-operation and an attrac- 
tive line of sales helps to aid in 
making the 1930 fan season a com- 
plete success. 


i 








The Year 
’"Round Line 














For information on the com- 
plete line of Diehl Fans and 
the sales helps which are 
available, write for a copy of 
Bulletin 41. 


























Diehl Manufacturing Company 
Electrical Division of 
THE SINGER MANUFACTURING CO. 
Elizabethport, N. J. 








Atlanta Columbus Philadelphia 
Boston Dallas Pittsburgh 
Chicago New York St. Louis 
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A glimpse of Reflector & Illumi- 
nating Co.’s general offices 


]. KAEPPLINGER 


Mer f 
ROBT. H. DAVIDSON ie a 
Vice President v 
. JAMES C. HERRON 
’ - Pres.-Gen. Mgr. f 
ae ROSE HAMMOND 
- ; 3 Sec'y-Treas. 4 
FISHER i. awd : “gag 
us Azent I \ . E. W. WHEELER 
. | ( >| Chief Engineer 4 


MA ROVE 


City Salesman J4 


/ 


/ 
H.C. DOEHNE 
: City Salesman \ 
x a , ‘ 
~~ F. H. DURLEY 
>| Asst. Engineer Sq ¢ 
G. $. BROUGHTON 
}! Advertising Counsel /¢ 





Meet the Folks Who Serve You 


Our 10th Anniversary offers a 10 Years Growth 
timely opportunity to present some Pag re en ee ne 
of the men and women of the & Illuminating Co. has enjoyed 


sound growth since _ its 









Refl ector & Illuminating Co. who organization as such in 
a J ” 1920. The business was 
serve you. originally established in 









1912. 
It also is a most fitting time for us The sales for 
. . 1929 show an 
to express our sincere thanks to increase of 49 
al . t > 
Electrical Jobbers, Dealers, and ie panicles 
Contractors for the manner in sseeaael 





which you have cooperated in 

building our success. We pledge 
Rules ak Sema Caen the continuance of our earnest ef- 
ee Sa forts to merit your patronage in 
the future. 


ALL STERLING PRODUCTS GUARANTEED FO) 

































iy 
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/ REFLECTOR &- 
agar Co, 


CHICAGO, U.S.A. 


i Reflectors 


—_ #200, — s — The policy of the Reflector & [llumi- 
ce ts et sd nating Co. to manufacture only scien- 
\ ‘ tifically correct Reflectors of the fin- 
est quality and efficiency has brought 


its own reward. 















REFLECTOR 
Wee The fact that Sterling Reflectors are 
of the finest quality has enabled us to 
sell them on the basis of giving “a 


lifetime guarantee.” 












G. H ac 


Southwestern 

















THOS. J an a 


Mi idle Atlantic 


Kansas City Ma. 








. I. CLIF FORD 
‘1 East Central 


A Successful Jobber-Policy 


A large part of the success of Reflector & Illuminating Co. has been due 
to its well defined Jobber policy which provides absolute protection for the 
Jobber and enables him to enjoy full profit, quick service, and every cooper- 
ation possible that advocates the well-being of his business. 


REPRESENTALIVES INALL PRINCIPAL CITIES 


Sterling 


Representatives 


Here are some of the men who 





represent Sterling Reflectors in 
the various localities, to whom 
Reflector & Illuminating Co. also 


extends thanks and appreciation 





of their untiring efforts and 


splendid cooperation 
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KAOLITE 


A NEW LINE OF KAOLIN CEILING AND WALL RECEPTACLES 
IN 
BEAUTIFUL COLORS 


Jobbers—the Paulding KAOLITE line of- 
fers the trade a beautiful and colorful line 
of ceiling and wall light receptacles. Fin- 
ished in pastel shades to harmonize with 
AU | DI NG any room decorations. This appeals strongly 
to the consumer. For the jobber and his 


salesmen, KAOLITE offers these advantages: 


RO - ITAB LE . Small stock investment for the jobber. 


. Low warehouse and handling expense. 
. Interchangeable parts. 


RODUCTS . Large and ready market. 
. Fast turnover. 


. Keyless and Pull Chain in all styles. 


4” Type Shallow Back with 
4” Porcelain Shadeholder. 
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COMPLETE LINE 


LAMP CEILING BRASS WEATHERPROOF 
SHELL @ AND PORCELAIN 
BASES RECEPTACLES SOCKETS SOCKETS 





All Types of Switches, Switch and Receptacle Plates 


The precision, the high quality and beauty that is built 
into the Paulding KAOLITE Line also is embodied in 
every Paulding product! Safeguard the electrical trade 
from doubtful merchandise. Sell Paulding Profitable 
Products. Low price—this insures the jobber of ready 
sales and quick turnover. Mechanical advantages that 
mean ease of installation—this insures complete satisfac- 
tion for the contractor. High quality and beauty,—yes 
. .. the consumer gets the best when he gets a Paulding 
product . .. Advantages—satisfaction and PROFITS... 
They’re yours when you sell the Paulding Line. Write 
today for catalogs and sales helps. 
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GROWTH! 


HERE is probably no finer trib- 
ute to an institution’s personnel 
and policies than its continued 
and substantial growth. 


Founded but six years ago, the Day- 
Brite Reflector Company has enjoyed 
a phenomenal growth, due to its set- 
ting up and rigorously following a 
policy, of manufacturing quality mer- 
chandise, and merchandising it on a 
fair and legitimate basis. 

The reputation for fair dealing en- 
joyed by this company is truly envi- 
able, and in a maintenance of this 
reputation, looks confidently forward 
to a substantial and continued growth. 






No. 80 
Showcase Reflector for Inter- 
mediate Base T-614 Tubular 
Lamp. 


No. 90 


Showcase Lighting Unit for 
Standard Base T-10 Tubular 
Lamp. 










No. 121 


No. 96 
Large Wall Case Refi 
for Standard Lewes a 
60-Watt. 


Show Window Reflector for 
Standard Lamps to 100 Watt. 











Vv 














No. 40 
Exterior Refrigerator Light- 
ing Unit for Surface Wiring 
—use standard base T-10 
Tubular Lamp. 





DIES ROOM 4 





If you have not, as yet, had any deal- 
ings with us, we invite you to write 
for our catalog No. 8 and allow us to 
serve your next display lighting re- 
quirements. 





No. 2600 
Interior Electric Sign. A 


variety of types of glass are 
available. 





No. 1012 No. 720 


Standard 18-Inch Bank Cage Picture Reflector for 
Reflectcr. Made in continu- Standard T-10 Tubu- 


ous lengths also. lar Lamp. 





No. 1900 No. 1040 
Continuous Showcase Lighting Unit for Continuous Window Foot Light. Avail- 
Standard Base T-10 _ Tubular Lamp. able in several designs from standard 
A fixture for T-614 intermediate base 25-watt lamp to 100-watt lamp size. 


lamp is also available. 





























3825 Laclede Ave.- Saint Louis 
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Just a few KONDU fittings, 
to give an idea of the wide 
variety. The line is complete— 
there’s a KONDU for every 


standard electrical requirement 


Write for the 
KonbwU Catalog 





















°**THE FITTINGS 
cost us LESS THAN NOTHING 


—by saving us labor and time amounting 
to much more than the cost.’’ 








T wasn’t a very big installation of At any rate, KONDU will give you— 
conduit— only about 400 outlets. (1) A quicker job— 


But read how a splendid saving (2) At far lower cost; 


was made, because they used KONDU (3) With more accurate align- 
Threadless Fittings. This user writes: ment of conduit— perma- 
nently rigid; 

“It is a pleasure to inform (4) And it’s much easier to 
you that our savings on this in- make changes when need- 
stallation, by using KONDU ed. 
instead of other fittings, ran Besides which, there are many other 
better than 50%. We were advantages that you get with the origi- 
more than pleased with the nal threadless fitting— seasoned and 
results. KONDU fittings were perfected by an unequalled experi- 
much easier to align and ence— KONDU. 


produced a more satisfactory 


. a a ERIE MALLEABLE IRON COMPANY 
installation. 


Kondu Division 
600 West 12th Street, ERIE, PA. 


Canadian Representative: 
Kondu Manufacturing Co., Ltd., Preston, Ont. 


On your next installation of conduit, 
perhaps you can make as good a saving. 















CAN BE TAKEN 
OUT OF THE LINE 
ANYWHERE 
AT ANY TIME 





FIRST 
IN THE FIELD OF a 
THREADLESS 4 
FITTINGS— Ged 
\ N DU N 
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The home of 
Beaver Prod- 
ucts in Newark, 

















— 
ie 


The Beaver GRIPALL heater plug was the 
first ever approved by the Underwriters. So su- 
perior have its patented self-adjusting contacts 
proved, that it is today as far ahead of any other 
type as it was acclaimed to be when first intro- 
duced in 1921. 


The Beaver name and the quality for which it stands has 
persisted and progressed through 10 years of intense com- 
petition. It has been Beaver’s policy to make real good 
electrical devices for those merchants who were far-sighted 
enough to see the logic of offering only quality merchandise 
to their customers. 

Our growth and the continued demand for the Beaver line 
proves to us that in spite of increasing competition and ever- 
lowering prices, the buying public still wants and is willing 
to pay accordingly for distinctive and lasting wiring devices. 


BEAVER 


Manufacturing Company 


625-643 North Third St. 
NEWARK, N. J. 


SP RRS 


titeneg ae beae: 


No. F-1 


POLL ANS RIE BR NG PORE ESP RRPOTS TES 


In the same year, we introduced the first 
SWITCH PLUG for universal use on appliances. 
It was so popular from the start that many were 
tempted to imitate it. During 9 years of progress 
we have kept consistently ahead of the switch 
plug field with improvements and new varieties, 
which now include push-button and toggle types. 


PROPANE FD tele Use Lk 


Naa R ALD 


ns AD 


Symmetrical two - sided 
plural socket made of gen- 
uine Bakelite. They come 

in beautiful color 
combinations, also 
in brown, and in 
black. Note the 
pleasing lines, the 
finished general ap- 
pearance that are 
so inherently 


Beaver. Look to Beaver for NEW devices 
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Part of a Beaver 
assembly depart- 
ment, where 
speed, efficiency 
and experience is 
required of every 
worker. Not a 
single operation 
can be slighted. 





INDUSTRY. 
























We will continue to make only the best and feel sure that 
those merchants who offer the Beaver line for 1930 will reap 
greater profits and more lasting good-will than they would 
pushing any inferior brand. 

A few of the interesting numbers of the Beaver line are 
shown here. You will be pleased with the ample margin of 
profit they and the rest of this progressive line affords. 

Send today for our latest illustrated discount sheet and 
convince yourself. 


Chicago, III. < . 1fe28 Los Angeles, Cal. 
American Mfrs. Agency Branch Offices Panama Lamp & Com- 


208 No. Wells St. . - mercial Co 
St. Paul, Minn. St. Louis, Mo. 1360 S. Hill Street 


Bell & Co. Otto E. Heilmann Co. Detroit, Mich. 
2362 University Ave. 1326 Syndicate Trust Hawkins & Fox 
Winchester, Mass. Bldg. 320 Beaubien St. 
Roger V. Pettingell, Denver, Colorado Pittsburgh, Pa. 

Inc. Laughlin Sales Co. Charles R. Norrish Co. 
2 Rangeley Ridge 1420 Lawrence St. 522 Park Bldg. 


Buffalo, N. Y. Kansas City, Mo. 


Guy V. Carpenter San Francisco, Cal. O. J. Rollert 

210 Pearl St. Panama Lamp & Com- 1911 East 15th Street 
Philadelphia, Pa. mercial Co_ Dallas, Texas 

R. L. Cunningham 815 Howard Street The Folsom Co. 

620 S. Delaware Ave. 1410 Patterson Ave. 
Cleveland, Ohio New York Office Birmingham, Ala. 
Henger-Fairfield Le W. H. Beaven 

2000 W. 14th Street 458 Broadway 1318 Comer Bldg. 


Be 





Tie-up with Beaver for EXTRA profits 








at Sees CNN! 












The “wall tap” 
or “utility conven- 
ience outlet” or 
“tapping block” 
for ready attach- 
ing to the wall or 
surbase was intro- 
duced by Beaver 
early in 1925; an- 
other striking ex- ', 
ample of Beaver’s No. QL-3 
creative ability that was rapidly imitated by several 
competitors We are now making four different varie 
ties, the illustration showing the bakelite flower design 
QL-3. These devices are all protected under patent No. 
1,618,909; others pending. So great has been public 
demand for this convenience that we have gladly li- 
censed six manufacturers to make the following ‘wall 
tap” under our patents: 

The Monowatt Elec- M. Propp Co. 





tric Corporation C. D. Wood Electric 
Eagle Electric Manu- Co., Inc. 

facturing Co. Deal Electric Manu- 
Rodale Manufactur- facturing Co. 

ing Co. 


HANDLE CAPS were 
another distinctly new 
development in the 
wiring device field 
given to the industry 
by Beaver early in 
1926. We i pioneered 
the field, first with 
handle caps built up 
by attaching a wooden 
knob to a disc mem- 





ber by means of a steel ferrule. Various improvements 
followed and finally our all-bakelite J-33 as illustrated. 
Our pioneering in this field again brought that most 
sincere of compliments, “‘imitation’’. 





A very compact and service- 
able 4-way table tap. Made of 
Genuine Bakelite in attractive 
color combinations. Well made 
and absolutely safe to use. 











































120 THE JOBBE rs ff) sa LESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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This advertisement is the first of a 
series to the trade representing a 
declaration of policy of the new man- 
agement, which became effective Dec. 
Ist, 1929. 


dm x here —_ 


*resident j 


The Armstrong Line of Electric Ranges 


offers 


Write for full information in reference to exclusive representa- 
tion in your territory. 


This franchise offers to you: 


1. Exclusive Sales Control. An opportunity for sole repre- 
sentation in your territory of one of the best known and 
highest grade electric ranges on the market. Thousands 
are now in use. 


bo 


Liberal Profit. Recognizing the important service func- 
tion of wholesalers, an attractive profit margin has been 
provided for the trade—a profit margin that invites 
your whole-hearted support behind this line. 


3. A Larger Market. The Armstrong electric range is 
priced so low that even the smallest home can afford 
it. Retail price for the smallest complete range as low 
as $40. 


4. Minimum Stock Requirement. Cuts the usual range 
stock in half. The Armstrong line of electric ranges 
includes the interchangeable type—each unit packed in 
a separate carton. From these units, you can make up 
a small Apartment Type range or a large Cabinet Type 
range for large families. Convertible into more than 
50 sizes and types. Full standard size oven 14x14x16. 


Address all inquiries to: 


The Armstrong Electric and Manufacturing Corporation 
522 Fifth Avenue, New York City 
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AZING NEW 
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il 
ae 
nana reret 


BURGESS 





[45° REVOLVING HEAD 








N 


> ve 





$ 






00 


RETAIL 


—with batteries 











FLASHLIGHT 


OTHER Burgess achievement... the greatest advance- 
ment ever made in flashlight construction. Almost 


human! Turns, twists, and revolves on a 45° plane. Lights 

up places inaccessible to ordinary flashlights. Special 

features permit simultaneous use of the flashlight and both 

hands. No other flashlight on earth equals it for sheer con- 

venience, genuine utility and absolute practicability. 
Patented, of course 


Note These Special Features 


Adjustable . . . on a 45° plane 
to practically any position. 


Lens ... special glass gives im- 
proved light dispersion. It gives 
high light concentration at the 
center, tapering off to the sides. 
This design gives greatest light 
where you want it, plus sufficient 
side illumination to see other 
objects instantly. 


Reflector ... radical departure 
in design which coordinates with 
the lens in giving a wonderful 
new result in perfect lighting. 


Revolving Head .. . light may 
be directed in a maximum number 
of positions by simple adjustment 
of the head. An original patented 
construction permits the head to 
be turned ona 45° plane. Rotary 
union has constant pressure— 
turns easily, and will not come 
apart or loosen. 


Switch . . .“pull-down—push-in,” 
3-position switch, which locks in 
place and prevents accidental 
lighting. Arranged for thumb 


operation. Easy to operate. Simple 
and positive. Super-construction 
and insulation. 


Barrel... heavy brass barrel, 
fluted for added strength and 
beauty. Finished in black or 
khaki lacquer. 


Clip ... firmly riveted to barrel, 
and permits attaching to clothing, 
belt, etc. and helps as a rest when 
lying on side. Highly nickel-plated, 
and free from sharp corners. 


End Cap .. . standard Burgess 
end capwith improved base, 
making it easy to stand upright 
without tipping. Contains strong 
spring for holding battery tightly 
against contact. 


Button Ring... reset in end cap. 
Permits hanging on wall, hook or 
nail, orcan be attached to clothing. 


Dimensions . . . Straight 8,5; in. 
long. Head at 90° to barrel: 7} in. 
long. Diameter of barrel 14% in. 
Batteries: Two Burgess No. 2 Uni- 
cels. Lamp: Mazda No. 13. 


Catalog No. R-22 


BURGESS BATTERY COMPANY 


CHICAGO 
In Canada: Niagara Falls and Winnipeg 
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BURGESS FLASHLIGHTS 


BURGESS 


SnAPLITE 


REG.U.S. PAT. OFF. 
FLASHLIGHT 
H**. are the new 1930 SnapLites. Gorgeous futuristic color combi- 


nations . . . dainty, exquisite and graceful designs for Milady; 
keen, bold and striking designs for the men. 








The most beautiful color schemes ever designed for flashlights . . . with 
a wealth of appeal to men, women and children of all classes and ages. 


No Advance in Pricel 


Sheer, basic merit has carried the SnapLite to heights of popularity 
unheard of in the flashlight industry. Sales have jumped steadily by 
leaps and bounds... and this huge sales volume has made it possible 
to produce these wonderful new SnapLites without increasing either 
the retail, dealer or jobber price. 


The Burgess SnapLite Flashlight is the smallest electric lighting plant 
in all the world. Easily fits into a man's vest pocket or a woman's vanity 
without bulging. Durable, practical and efficient. Supplies bright light 
for an amazingly long time. No switch, no case, no wearing parts... 
nothing to get out of order. 


Battery and lamp replaceable! The snapper-top is lifted from the 
battery and the new part attached. Simplicity itself! Thus users obtain 
the practical money-saving advantages of the ordinary flashlight p/us 
those of small size and light weight which permit one to carry the 
Burgess SnapLite Flashlight in pocket or purse everywhere. 


Packed 20 to a dealer's standard package, consisting of two displays 
of 10. Each display contains two each of the five different futuristic 
color combinations. Dealer price per standard package of 20: $5.20. 



























No. 2 


Actual 
Size 
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JEND US THE NAMES OF 
PROSPECTIVE BUILDINGS 







No. 100 


Box with No. 206 








No. 300 


Sectional view 
illustrating instal- 


lation in floor. 





No. 130 


Adjustable Floor 
Box with No. 207 
Bell Nozzle illus- 


trating No. 


Unit receptacle. 











‘(ATROBE” PRODUCTS 





No. 110 
Cut-away view of 
No. 110 Box 
showing how the 
tapered unit re- 
ceptacle fits 
tapered opening 
in top of box 
body. 





No. 120 
Adjustable Floor 
Box with No. 206 
Stem Nozzle. 


Nozzle with two 
Duplex Recepta- 
cles. Mounted on 
No. 200 Cover 
Plate. 


ACT 
NOW, 





Floor Outlets — Junction Boxes — 
Conduit Benders — Insulator Sup- 
ports—Fish Wire ... . all first qual- 
ity and profitable for jobbers and 
their salesmen to sell. You are fully 
protected with a 100 per cent jobber 
policy. Fullman accepts no business 
direct. . . . Every order must come 
through the jobber. Isn’t it worth a 
lot to you to know we play the game 
square with you? 


We will help you sell 
the Conduit Fitting Job 


—all you have to do is locate it and 
we will follow up with your contractor. 

. . Credit for the floor box order 
goes to you and you make the profit. 
We have special self-addressed mailing 
cards already printed and stamped. 
Write for a supply of these and carry 
them with you. When you spot a 
new job or hear of one, just fill out a 
Fullman post card and mail it to us. 


FULLMAN 


MANUFACTURING CO. 


LATROBE, PA. 


Mail this coupon today 
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cL ODLIGHTING 














CONGRATULATIONS! 


THE JOBBER’S SALESMAN 
ON ITS TENTH ANNIVERSARY 
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Complete Information Upon Request 


& CROUSE-HINDS QB 


ESTABLISHED 1897 
SYRACUSE, N.Y., U.S.A. 


SALES OFFICES 


NEW YORK PHILADELPHIA CHICAGO CLEVELAND PITTSBURGH SAN FRANCISCO 
BOSTON DETROIT ATLANTA MILWAUKEE ST. Louis CINCINNATI MINNEAPOLIS LOS ANGELES DALLAS SEATTLE 


C-H 471 














THE JOBBER’S fBJSALESMAN 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





An increase from one to 
one - hundred - eighty - nine 
leading products. 


An increase from two 
to two- hundred -twenty- 
nine skilled employees. 


Restricted jobber sales. 





























EAGLE ELECTRIC 


DEPT. 


99-79 Hall Street 
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PRODUCT 















Our first product, The Eagle 
Appliance Plug from which has 
grown a leading electrical spe- 
cialty line. 





VLA NUFACTURING Co., Inc. 


, 


Brooklyn, N. Y. 


E 
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Potect your dealers 


with tubes that save 
service calls.. 






Service men agree that the prin- 


cipal cause for service on radio 







sets is defective tubes. These 





calls cost money. When you 


recommend and sell De Forest 























Audions to your dealers you 
not only represent the greatest 
name in radio, “‘De Forest’’, but 
you do your customers a real 
favor by supplying them with 
tubes that for 24 years have set 
the world’s standard. All other 
tubes are made under license 
agreements based on De Forest 
patents, but only De Forest Au- 
dions are made in the labora- 
tories of the inventor of the 
original radio tube and under 


his supervision. 





Dealers require two things in radio tubes—pure, hum-free tone quality and long life. The high 
vacuum of De Forest Audions insures both these qualities. If your firm is not already familiar 


with the full details of our jobber proposition, write to our nearest branch office. 


DE FOREST RADIO CO., Passaic, New Jersey 


Branch Offices located in 


Boston Atlanta Minneapolis Denver Detroit 
New York Pittsburgh St. Louis Los Angeles Dallas 
Philadelphia Chicago Kansas City Seattle Cleveland 


AUDIONS 
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til 
A BUILDER OF REPEAT VOLUMI 


The Holland Plaza Ter- 
minal Bldg., New York 

City, in which the electri- 

cal wiring throughout is 

permanently protected 

with Youngstown- Buck- 

eye Conduit. 


































Architects — 
BUCHMAN & KAHN 
Builders — 
SHRODER & KOPPEL 


Electrical Contractor — 
ENERGY ELECTRIC CoO. 


DISTRICT SALES 
OFFICES 


ATLANTA—Healy Bldg. 
BOSTON—80 Federal Street 
BUFFALO-— Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bldg. 


CLEVELAND— 
Terminal Tower Bldg. 


DALLAS—Magnolia Bldg. 
DENVER—Continental Oil Bldg. 


N° CONDUIT has such a background of DETROIT—Fisher Bldg 





performance or can show such a con- KANSAS CITY,MO— 
e ommerce ° 
sistent volume of repeat sales as Youngstown ee 
Buckeye Conduit. It is by no means a co- MINNEAPOLIS—Andrus Bldg. 
incidence that one sale almost inevitably leads NEW ORLEANS—Hibernia Bldg. 
to another sale, and still more sales—it is the NEW YORK—30 Church St. 
natural result of sheer merit, the public’s reward PITTSBURGH—Oliver Bldg. 
for unfailing conduit perform eens oe 
u g co ult perro ance. Franklin Trust Bldg. 
ee ° SAN FRANCISCO— 
This is a feature that means easier first sales 35 New Monegomeny S. 
and a steadily mounting repeat volume for SEATTLE—Central Bldg. 
jobbers. It is easier for them to sell Youngs- er 
stown Buckeye Conduit because it is so well YOUNGSTOWN— 
and so favorably known; it repeats because it Stambaugh Bldg. 
. a ° LONDON REPRESENTATIVE 
affords permanent protection onany wiring job. The Youngstown Sheet Products Co 
Dashwood House, Old Broad St., 
There is only one Youngstown Buckeye Con- London, E. C. England 


duit—the conduit that is pre-sold for you and 
re-sells itself. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper steel, under 
the well-known and established trade name “‘Copperoid”’ 


General Offices -YOUNGSTOWN, OHIO 


GALVANIZED SHEETS PROTECT ~ “ SAVE WITH STEEL 1 


Ei SS tag Ra He Be BUREN Bs ws a TELE 
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ANNOUNCING-A New Kitchen Clock 


at 


$ QO 7> 


in colors: 


White 
Green 
Blue 
Yellow 
Brown 


New Business—New Profits 


In these days of selective selling, this specialty is worth 
your concentrated attention. Time telling is a necessity 
as old as the hills but modern life has forced the need 
for a new kind of clock. With exact-tothe-second accu- 
racy and without the bother of winding or regulating, 
Hammond Synchronous Electric Clocks are meeting the 
demand. 

This new kind of time-piece is to-day’s and to-morrow’s clock, 
and their market has hardly been scratched. Ready markets— 
and not only confined to the Jewelry trade! Electrical appliance 
shops, department stores and hardware dealers all handle the 
line because there are no springs or regular clock movement in 
Hammond Clocks but a small synchronous motor that never 
requires attention. Models are priced from $9.75 to $32.50 and 
the new kitchen model shown above will soon be ready for dis- 
tribution. These are only a few of the reasons why you should 
concentrate on the Hammond line. For further information 
write The Hammond Clock Company, 4119 Ravenswood 
Avenue, Chicago, Illinois. 


MI A Nl NO NI ID 
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**32 Orders in 1 Week’ 


Says One Jobber’s Salesman 


{eo EX \ 4 Steel hook permanently | 


riveted and will not loosen. 
Holds portable guard in 
desired position. 





ee enn a igo TEL 5 


8 steel cadmium plated, 
rust resisting ribs. Kinked 
at all joints and spot weld- 
ed to strengthen and pre- 
vent crushing of guard. 








No exposed wire ends to | 
injure hands or catch dirt, 
waste, etc. 


SAFETY at q ‘| Leneenccenmscmarenesiosd 


° = SJ || Approved by the 
All Times ‘|e '| National Board of 














Fire Underwriters 


Clamp screw nuts welded | 
to band to prevent loss. 
Ribs also welded to band. 


X310ud 


Standardized by 
Largest Industrials, 
Railway and Steam- 

ship Companies 


High grade rubber com- | 
pound. Complete protec- |) 
tion from electric shock. 
Break-down on laboratory 
test well over 10,000 volts 
Ba. 


() Types of El ectrl Cc al Satets Ap pliances W rite Te Tr & al alog and ~ ee 


DANIEL ‘WOODHEAD COMPANY 

















15 NORTH JEFFERSON ) =e ~ CHICAGO, ILL. 
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WHEELER LIGHTING 


KNOWN TO GENERATIONS 
OF INDUSTRY 


From the days of the first incandes- 





cent lamp, thru the long years of 





industrial development and change, Wheeler Lighting has 
served consistently, resourcefully and well B3 Succeeding 
generations have found in the many different types of 
Wheeler Reflectors and in their scientific design, the solution 
to every conceivable problem in industrial illumination 3 
The result has been a nation-wide preference for Wheeler 
products among Industrial and Electrical Engineers, Archi- 
tects, Contractors, and those specifying lighting equipment— 
a preference that has been strengthened with time, and has 
definitely established Wheeler as 


the foremost name in the present- 





day world of industrial lighting. 





WHEELER REFLECTOR COMPANY, BOSTON, MASS. 


NEW YORK FS ATLANTA am | 


Sales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. 





CLEVELAND 


In Canada: Canadian General Electric Co., Ltd. 
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FLEXCO-L 
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Lamp Guards 
New Additions 





UU 


PT vl U 
oy sas 
—~/ 








To a Great Line 


This new series of reflector lamp guards is constructed with the reflector 
enclosed. 


The purpose of this improvement is to protect the hand from chance contact 
with the hot reflector shell. 


These new guards are made in the same styles and socket diameters as our 
other reflector series and are now being distributed. 


FLEXIBLE STEEL LACING CO. 


4698 Lexington St., Chicago 


|FLEXCO! 


























TRADE MARK 
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t. Louis 
ELECTRIC 4» RADIO SPECIALITIES 


\dvertised Guaranteed Merchandise 
Sold Thru ene 





Popular Priced 





ST. LOUIS 


Complete Line 










































Heat Resisting Weatherproof 
| Sockets 
| = 

@ 

C | 

: } 

OF 
} 4 

>) 

i Bakelite anv or Phenolic Face Plates AJAX 








dard Antenna Kit-Assemblies—Also Assembled 
to Customer’s Specifications 


Ajax-Digger 
Ground Clamp 
Will clamp %” to 
144” Any Shape Pipe 
or Radiator. Pointed 
Steel Screw.  Pene- 





trates Paint, Lacquer, Dirt, etc. Posi- 
tive ground. No tools required to in- 
stall. Lock nut holds wire and screw 
tight to pipe. Copper plated. No rust. 
List each 15c. Packed 25 to a carton. 


AEROLET 
SOCKET 
Antenna and ANTENNA 


Lead-In Wire 


























Samples ~ Sales Catalogue Sheets ~ Electrotypes ~ on Request 


\JAX ELECTRIC SPECIALTY CO., INC. 


1926 CHESTNUT ST. ST. LOUIS, MO. 











COLUMBIAIA. B. C. Armored 
Cable is the leader of a line of 
wiring materials bearing the 
COLUMBIA name. 


Products that help the jobber and his salesman be- 
cause they are made to give the fullest measure of 
service to the contractor. 





Columbia Cable & Electric Co. | 


LONG ISLAND CITY, N. Y. 
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YOU ARE WANTED 


at the 


Fourth Annual Convention 
of the 


National Federation of Radio Associations 
and the 


Radio Wholesalers Association 


at the 


HOTEL STATLER, CLEVELAND, OHIO 
February 10 and 11, 1930 


RO 


THIS INVITATION 


is extended to all Individual Radio Dealers, Wholesalers, Manufacturers, 
Broadcasters and the Press, as well as to all State and 
Territorial Radio Trade Associations. 


THIS WILL BE 


a “down-to-facts” convention that will get at the vital problems of our 
industry. Retailers and Wholesalers will all have their round-table 
sessions at which problems pertinent to the group 
concerned will be discussed. 


THE MEN WHO SET THE PACE 


the very leaders of our industry will all be there. Do not miss this 
opportunity to meet them ‘‘man-to-man” and talk it over. 


This space donated through the courtesy of THE JOBBER’S SALESMAN 
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HOW MUCH PROFIT 
IN LONG DISCOUNTS? 


Competition, plus an over-anxious desire for the “order’’, 
have caused many manufacturers to tempt jobbers and deal- 
ers with unusually long discounts. 


When a manufacturer continues to grant extra long dis- 
counts, the result is either he will be forced out of business, 
or he must lower the quality of his product. In either case, 
the jobber and dealer, not the manufacturer, are the real 
losers. 


Facts and figures compiled by Perryman jobbers and 
dealers show convincing proof of healthy profits made and 
kept by reason of fair discounts, quality product, good turn- 
over, backed by a sound consistent factory policy. 


Perryman policies of 1925 are Perryman policies of 1930. 
Perryman distributors of 1925 are Perryman distributors of 


1930. 


Radio tubes are a volume item with constantly increasing 
potential. Jobbers and dealers who seriously desire to build 
a profitable radio tube business for 1930 and to continue 
to receive profits from this business for years to come, are 
invited to write. 
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CLACK ET ¥-CLac# ? 
+++ Printing Wealth + + + 
















Fata) (| TH AWHIRR AND A CLATTER the pressroom 
NN > ; ; ’ , 
ON ie \j| swings into action. The floor trembles, the lights quiver, the mov- 






- 
&| ing maze of steel throbs in the rhythm of its own ponderous dance. 


Nd [y A business paper is in the making. Great presses draw in at one 
SZ} end white paper and at the other end pour forth + wealth. For 





















material possessions are not the only wealth of a people. Knowledge is a form 
of wealth + + knowledge of how to use men and materials and machines to 
create a wealth greater still. This knowledge + + which economists call fact- 
wealth, as distinct from material property + + is the wealth which begets wealth. 

In the creation of fact-wealth modern business papers play a dominant 
part. Back of the roaring pressrooms as they pile up fact-wealth in printed form 
are the news staffs, gathering information at the source, and the editorial staffs, 
checking and correlating that information. For the business paper’s knowledge 
must be correct + + its readers are experts; they are swift to detect error; they are 
prompt to appreciate fact. They follow both its read- 


ing and its advertising pages intently, for to them Cin ( } y Kee 


the business paper is a very real source of wealth.  Tyrs5 SYMBOL identifies an 
ABP paper . . . It stands for 


_ ' — honest, known, paid circulation; 
usiness paper serves society; it serves its 1n ustry Or straightforward business methods 


trade; and it serves its individual readers. To this and editorial standards that in- 
sure reader interest . . . These 
are the factors that make a 


interest which make a good advertising medium. valuable advertising medium. 


As a creator of fact-wealth the modern 


service it owes the honest circulation and the reader 


Tue ASSOCIATED BUSINESS PAPERS, Inc. 
FIFTY-TWO VANDERBILT AVENUE: NEW YORK CITY 


- + - + + 


This publication is a member of the Associated Business Papers, Inc. . . a cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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PROC 


AUTOMATIC--ADJUS 








INDUSTRY. 





WITH THE EXCLUSIVE PROCTOR 
“TUNED’’ TEMPERATURE CONTROL 


















Ask of Proctor these questions: How easy is it to In short, ask the same questions that the Under- 

adjust the current imput to the right ironing tem- writers’ Laboratories and Good Housekeeping 
perature required for different fabrics without Institute, and over 50,000 women have asked 
AY overheating or underheating...Ask how quickly ...and demand a full and complete answer. 


does Proctor heat up; how well does it hold its 
heat at different ironing temperature adjust- 
ments? What is the lag—if any— when iron- 
ing sheer things, or heavy, damp linens? 


The ideal course is for you to prove Proctor’s 
exclusive patented advantages in your own 

shop or laboratories. We'll gladly send 

a stock-model upon request to repu- >? 


Ask what is Proctor’s exclusive patented table retailers and as gladly accept its y’ 5 ES 
Temperature Control? How rugged is return if it does not measure up to feaees 
the Proctor thermostat, how impervi- our claims and your expectations. rf. ss 


Just address 


PROCTOR & SCHWARTZ ELECTRIC COMPANY 
7th Street and Tabor Road, Philadelphia, Pa. 


ous to wear and tear? 
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TIME AND LABOR SAVING Because 


pipe nieed not be threaded, much time and labor are saved 
when preparing it for any structure in which Westinghouse 
pipe fittings are used. You save time on fabrication, be- 
cause a single wrench will quickly and effectively complete 





the work. 














STRENGTH strength is 


one of the outstanding features of 
Westinghouse pipe fittings. This 
has been obtained by the use of 
malleable iron of a ribbed con- 
struction. The tough malleable 
iron is cast with two heavy ribs, 


so as to give maximum strength. 
























ADAPTABILITY the ease with which these 
pipe fittings can be handled makes them an ideal device for 
structures in which changes and additions are likely to be 
made at frequent intervals. A single wrench will put them 


in place or disassemble them very quickly. 














HOLDING POWER 


The flexibility of malleable iron 
togetner with the slight gouging 
action which the tips of each cast- 
ing exert on the pipe, gives a 
perfect fit and maximum holding 





power when the fittings are drawn 





into place. 














Do your customers have time and 
labor saving problems? 





SALES OFFICES AND SERVICE SHOPS IN ALL PRINCIPAL CITIES 


Westinghouse 





WESTINGHOUSE ELECTRIC & MFG. COMPANY 
EAST PITTSBURGH 


—then have them try Westinghouse pipe fittings 
for any pipe frame work they may have. The out- 
standing feature of these fittings is the savings 


they effect in time and labor. 


And there’s no need of carrving a large stock. 
There are only 30 unit parts from which hundreds 


of useful combinations can be made. 


Circular 1676-B gives complete information about 
these pipe fittings and their many uses. Ask 
our nearest district office for a copy. 


PENNSYLVANIA 
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It was snapped in sunny Cal- 


Sure! 
ifornia where, judging by the shadow, 
the sun as well as the goose was hang- | 
ing high. This imposing foursome is, | 


from left to right: Robert Sharon, 
Great Western Power Co.; Al Nicoll, 
Graybar Electric Co., Inc.; Jack Frost, 
San Joaquin Light & Power Corp., and 
Roy Phelan, Electrical West. 


Northland Electric Celebrates 
Tenth Anniversary 

The Northland Electric Supply 
Co., Minneapolis, will celebrate its 
tenth or tin anniversary in its new 
quarters at 309-311 South 5th St. 
This new location affords the com- 
pany more than double its present 
space and will enable them to 
carry larger stocks. A new fea- 
ture in the fire-proof building is 
the installation of ramps instead 
of stairways to facilitate the hand- 
ling of merchandise. A compre- 
hensive price book with a tin col- 
ored cover has been issued to the 
trade in honor of the anniversary. 
In this booklet are the pictures of 
the officers and the entire organi- 





zation. The officers who have 
been especially prominent in 
Northland history are: W. H. 


Vilett, president; D. E. Ford, vice- 
president and general manager, 
and C. H. Sipes, secretary and 


treasurer. 


* Ox 


Westinghouse Holds Sales 
Conference 

The Westinghouse Electric 
Supply Co., Chicago, formerly the 
Illinois Electric Co., held a sales 
conference the week of January 
6 at the Hotel La Salle in that 
city. 

A general dinner was held on 
Friday evening, January 10, among 
the leading speakers being: W. 
Jockers; John Schmidtbauer; C. 


* 


| heard from Patrick in that ca- | 
pacity, this writer misses his 
guess. 
a 


The Annual Sales Contest 
(Continued from Page 31) 
pay-check told the story. Let there 

be more such contests this year. 











Cushing; John Sweeney, and John 
Duncan. Patrick Bowler was) 


toastmaster, and if more is not 


things are supposed to slacken off. 
| believe that the manufacturers that 
offer the prizes are repaid many 
times to the detriment of those that 


do not participate. In several in- 


stances I did get the customer to | 


accept the merchandise of the manu- 
tacturer who did participate, where 


M. S. BITTERMAN, Salesman, | 
Revere Electric Co., Chicago.—In | 
my Opinion there is no question that | 
the “Annual Summer Sales Contest” | 
does give a stimulus to one just when | 


the specified material would not have | 


given me a chance to earn a prize. 
In one instance I got an order which 
if I had waited longer to get, one of 
my competitors would have gotten 
—the contest spurred me on. In 


one instance a very inferior article | 


would have been used had I not 


crowded the sale to be able to re- | 


port it before the contest ended. 
There were cases where I tried to 
get certain orders which I did not 
get, but which the customer gave 
me an order for different material, 
because he did not give me the item 
T asked for. 

Roy C. Dear, Salesman, 


W. T. 








“What's that under your arm?” we 


Commercial 
Mich. 


asked Howard A. Cox, 
Electric Supply Co., Detroit, 
“Oh, that?’ smiled Howard, “Why, 
that’s an electric heating pad. I just 
learned a good customer of mine has 
a stiff neck. I’ll cure him with the 
pad and then sell him a couple dozen 
for stock. Opportunity knocks but 
once, you know.” As the sheep in 





Idaho say, “That’s not b-a-a-a-a-d!” 
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Sell 
SHERMAN 


Solderless 
Connectors 












Patent 
Approved 


Illustration  be- 
low shows com- 
plete connection 
before taping. 


All Brass 


Electrical contractors 
everywhere realize 
that acid, solder, and 
blow torches are ex- 
pensive from the view- 
point of both time 
They realize the need 


and material. 
of an approved solderless connector, 
the need of Sherman all brass con- 


nectors! Fits all wires No. 12 or 
smaller! Screws can’t come out. High 
conductivity. Wires can’t go in the 
wrong place. 


BAKELITE 
Connectors 


Makes “Pigtail” joints without solder 
or tape. 


Safe and quick. 


Patent 
Approved 


Phantom showing 
construction, 





Ideal for connecting small wires with- 
out solder or tape. The bare wire 
ends enter a vee shaped opening, are 
wedged securely in place and are held 
fast by the set screw. Contractors 
need this connector for speedy and 
safe installations. Write today for 
catalog and sales helps. 


H. B. SHERMAN 


MFG. CO. 


Battle Creek 
Michigan 





= 
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McCullough Electric Co.,  Pitts- 
-The writer is heartily in 
favor of your contest. It is a very 
good proposition, both for the manu- 
facturers who enter, also the job- 
ber’s representative, as it has a ten- 
dency to keep the men keyed up in 
those months where there more 
or natural let down, which 
often times is unexplained. 

Naturally, if the men keep keyed 
up continually, it means more busi- 
ness for the manufacturer. 

J. H. De Vos, Salesman, C. J. 
Litscher Electric Co., Grand Rapids, 
Mich—In regard the “Annual 
Summer Sales Prize Contest” will 
say it gives a salesman something to 
strive for, not only the prize but the 
honor that goes with it. I firmly be- | 
lieve a salesman or anyone else for 
that matter should give his employer | 
value for value received without of- | 
fering prizes—vet when prizes are| 
offered it puts extra pep into a per-| 
son to win a prize. It also means| 
that a salesman will boost the lines | 
his house is handling and he him-| 
self is selling. I feel greatly honored | 
to say that I won the prize in the 
August contest offered by the Radio- 
Victor Corporation and wish to 
thank you and them at this time 
for it. 

SAM Supak, Salesman, Franke- 
lite Co., Cleveland, O.—As a prior 
entry as well as winner in your “An- 
nual Summer Sales Prize Contest,” 
I wish to express my appreciation 
to THE JOBBER’s SALESMAN for its 
effort in promoting such a contest. 

I am of the opinion that such con- 
tests are of a great help to the sales 
departments of the electrical jobber, 
and should provide a great stimulus 


burgh. - 


is 


less a 





| 
| 
| 
| 
| 
| 
| 
| 
| 


to 





George B. Vasen, Quincy, IIl., held a banquet and “‘little 
19 to celebrate the 
opening of the new lighting fixture display room. 
quet was served in the second floor of the Vasen establish- 
ment which had been transformed into a suite of showrooms 


theatre” for 80 dealers on November 


toward more effort and initiative on | 
the part of every salesman for more 
and better business. 

| honestly hope that THE JOBBER’S 
SALESMAN will continue such con- 
tests in the future, as well as in the 
past, and as a soldier of the great 
army of “Hard Luck Sams,” I hope 
in the future to be in a position to 
exert even more effort to make your 
sales contests always a success. 

W. H. GREEN, Salesman, Crown 
Electrical Supply Co., St. Lous, Mo. 

Having successfully competed in 
four straight contests and being a 
winner in each, I am naturally strong 
in favor them, but sincerely 
speaking, | do not see why more 
manufacturers do not enter their line 
of merchandise in your contests. I 
am sure each line entered by manu- 
facturers get a very good run for 
their money. 

I believe every salesman loves to 
be a winner and will bring forth just 
a little more effort in pushing a line 
where there is a little consideration. 
Furthermore, your publication de- 
serves credit in furthering 
these contests, as there is no ques- 
tion, but that thev increase the sales- 
man’s business, thereby showing an 
increase both to the manufacturer 
and the jobber. 

M. F. Snarrer, Salesman Electric | 
Sales Co , Canton, O.—This contest | 
has always been of great interest to} 
me from an advertising standpoint, | 
as well as a cash prize contest. [| 
personally think that it is quite a/ 
business stimulant. 

E. F. Dairy, Salesman, W. T. Mc- | 
Cullough Electric Co., Pittsburgh, | 
Pa.—The writer believes that THE 
Jopper’s SALESMAN’S contest is a) 


of 


great 





The ban- 


darkened, with 


good thing, both from the manu- 
facturers, jobbers and jobber’s sales- 
men’s standpoint. It puts a little 
extra pep in the salesmen during the 
hot months when their ambition is 
at low ebb. Let’s keep the contest 
going. 

H. E. KartsruHerR, Salesman, 
Manhattan Electrical Supply Co., 
New York.—During my 12 years of 
jobber selling I have made it a prac- 
tice generally to enter all contests. 
As a prize winner in your “Annual 
Summer Sales Prize Contest,” I 
must say that I like the idea very 
much. 

The contest helps to put that very 
necessary punch and pep in summer 
sales and gives the salesman him- 
self added incentive to really accom- 
plish something, not from the stand- 
point of renumeration but the feel- 
ing, the pride, and satisfaction in 
knowing that you have really done a 
good job. 

R. C. Broyver, Salesman, Barrett 
Electrical Supply Co., St. Louis.— 
Your contest run for the jobber’s 
salesman during the summer months 
is very valuable to him in the way 
of stimulating and creating more 
sales. It gives him an incentive to 
“hit” some of the slower summer 
lines harder, thereby increasing sales. 

I regard your contest very highly, 
and know I’ll be with you again next 
summer in the new contest. 

JoHN Dunn, Salesman, Sager 
Electric Supply Co., Boston, Mass.— 

As a prize winner in your “An- 


' nual Summer Sales Contest,” I wish 


to say that I think these contests are 
very stimulating to me and help to 
pep up salesmen during the dull 
months. 


The rooms were arranged to form a modern apartment with 
lighting effects in harmony with the decorated walls. 
the banquet, the tables were removed and all wall lights were 
only 
musical and vaudeville acts were given. 


After 


footlights, giving illumination. Four 
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gs . 
a Dependability 


Look to the Socket to identify the quality of your fixtures. Look for the trade-mark of the 








socket-builder most prominently identified with socket development for 20 years. The “ARROW” 
trade-mark marks the lamp as dependable in its vital mechanical parts. What’s a cent or two more in 


the cost of a lamp, compared with the loss of the lamp through socket-failure? Protect your customer- 





goodwill by standing firm for lamps and fixtures protected by ARROW socket-work. New Catalog 


24 shows the line in all its completeness. 


ELEGTRIC DIVISION 


THE ARROW —HART & HEGEMAN ELECTRIC Co. 
HARTFORD,CONN. 
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David M. Trilling is Senior Partner 
of the Firm of Trilling && Montague, 
Philadelphia, is Director and Vice- 
President of the Radio Distributors’ 
Board of Trade, is Chairman of the 
Joint Legislative Committee, R.M.A.., 
N.F.R.A., State of Pennsylvania and 
1s a Member of the R.W.A. 
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“From now on, the radio business will be con- 

ducted by business men instead of by men in 

business” says Mr. Trilling who makes some 

excellent suggestions on sales and salesmen. His 

constructive comments on the present situation 

are deserving of the attention of all those concerned 
with radio distribution 


ADIO jobbers and jobbers’ salesmen will 
prosper and grow, in 1930, in proportion 
to their success in educating radio dealers 
to put more plus value in their business and in 
pointing out to them the sources of profit leaks. 

Conditions today are different from what they 
were in the past. Heretofore, if you were sell- 
ing a product that was much in demand, you did 
not have to be a salesman. You had only to be 
in a position to make prompt deliveries. You 
were in a seller’s market, wherein the seller was 
driving the wagon. Today, however, you are in 
a more selective, a more critical market—in 
short, a buyer’s market. 

The radio industry is entering an era of great 
selectivity on the part of buyers. The dealer, 
likewise, must be more selective in what he 
buys; and, since everyone is becoming more 
critical, it becomes increasingly more difficult to 
sell. The seller must now seek the buyer and 
use the arts of salesmanship; the manufacturer 
and the jobber must be more resourceful and 
eager in educating the dealer to push the prod- 
uct so as to get a reasonable amount of business 
from each dealer. 

That jobber and that salesman will profit 
most who serves best in making the proper 
appeal to the dealer to be a merchant instead of 
a storekeeper. From now on, the radio business 
will be conducted by business men instead of 
by men in business. ‘Business Men” are dis- 
tinguished by their use of common sense. They 
think straight, they face their problems with 
facts, and they do not deceive themselves. Busi- 
ness men are highly critical in the selection of 
the lines they handle. They sell not only the 
merchandise but themselves. They are ener- 
getic, diligent, and willing to work hard. They 
recognize that extravagance in overhead ex- 
penditure, mismanagement, and loose selling 
methods—rather than what dealers consider 
“short term discounts,” are chiefly responsible 
for disappointingly small radio profits. 

Jobbers’ salesmen will do well, hereafter, to 
devote time more positively towards educating 
the dealer not only in the promotion of the line 
that he handles, but also towards making that 
dealer a successful business man. If the sales- 
man is to teach others, he must be a business 
man himself. Many jobbers’ salemen can be 
criticized for spending 75 percent of their time 
talking with dealers about who is going to fail 
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in the industry, and for spending only 25 percent 


of their time towards the promotion of sales of 
their own products. People have enough 
troubles of their own without listening to stories 
of the other fellows. If you have nothing of 
real value to tell him, don’t waste the dealer’s 
time. Carry on somewhere else. 

We are all in business to make money. The 
dealer, the jobber, and the jobber’s salesman 
who cannot make real money out of radio mer 
chandising is never going to be strong enough 
to hold up under temporarily adverse conditions: 
and, consequently, none of them can ever be ot 
any permanent good to the industry that he 
serves. 

The jobbers’ salesman must take the initiativ: 
in showing the radio merchant with whom he 
does business that “profit” is not a matter of 
how much the dealer sells—rather, it is a mat- 
ter of how wisely he sells it. The salesman 
must further urge the dealer to let his com- 
petitors take the long chances while he, himself, 
takes the profitable ones. Experience has 
proven that there is no substitute in retail mer- 
chandising for selective buying, live-wire mer- 
chandising; conservative checking of credits: 
systematic collections and sound financing. 

A jobber’s salesman must use a little fore 
sight in determining whether he is doing busi- 
ness with a dealer who watches such matters 
closely and who is therefore likely to stay in 
business, so that both he and the dealer will still 
do business in the years to come. If he will 
guide himself in the future with this objective 
in mind he is safeguarding his own business 
career. 

No salesman need have any apprehension as 
to the future of radio. Radio has won a per- 
manent place in the American home. It pro- 
vides at once the most popular and the most 
economical form of entertainment. About sev 
enty million dollars a year is spent nationally 
for broadcasting—sometimes as much as sixty 
thousand dollars an hour. Radio has made 
countless evenings gay and pleasant that would 
otherwise have been dull and monotonous 
Should circumstances ever combine to cause a 
sudden general period of economy, radio is one 
item the American home will not deny itself. 
Today, the public considers the radio set as 
great a necessity as the telephone. 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


Harold J. Wrape 
Hon. Chairman of Board, F.R.T.A. 
St. Louis 





HE board of directors and 

officers of the Radio Whole- 
salers Association wish to extend 
an invitation to every radio whole- 
saler to attend their second annual 
convention in Cleveland, at the 
Hotel Statler, February 10 and 11, 
1930. Wholesalers who are devot- 
ing their exclusive time to radio 
and wholesalers of national promi- 
nence that are engaged in the 
handling of other lines of mer- 
chandise will be present at this 
convention. 

The committee 
activities during the past year 
will be given to the attending 
members so as to enable them to 
secure facts and figures as to ac- 
tual operating conditions. Papers 
are being prepared especially by 
prominent wholesalers on subjects 
that have been thoroughly anal- 
vzed by means of questionnaires. 
It behooves every radio wholesaler 
to attend this meeting and secure 
first hand information concerning 
the radio industry which will en- 
able him to more clearly outline 
his policies for 1930. Plans for 


results of the 


Harry Alter, Treas. 
Chicago 


R. J. Mailhouse, Sec. 
New Haven 


H. G. Erstrom 


Chicago 


On June 5, 1929 


the association’s activities during 
the coming year will be outlined 
and it is felt that the associa- 
tion’s accomplishments will be 
more than duplicated during the 
coming year. 

The executive offices have 
started a new service for members 
of the association only. An an- 
nual survey has been made con- 
cerning the value of stocks, num- 
ber of units on hand, value of 
radio sales during the past year, 
number of units sold during the 
year, percentage of gross 

percentage of net profit, 
The points covered in this 
annual survey will be reported 
each month, starting January 1 
from members of the association 
all over the country and will be 
revealed to other members so that 
they may more accurately gauge 
their own activities. No names 
or identification marks will be at- 
tached to the questionnaire so 
that the information received can- 
not be traced to its source to the 
embarrassment of any individual 
member. The board of directors 


past 
profit, 
etc. 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres. 
Philadelphia 


Michael Ert, Pres. F.R.T.A. 
Milwaukee 


F. Connell, Vice-Pres. 
Indianapolis 


Executive Sec.-Treas. 


The Information on This and the Following Pages has been Prepared 


by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


feel that this service will be of 
inestimable value to every radio 
wholesaler during the coming 
year. 

Others plans and activities will 
be discussed at the convention. 

The tube, set, accessories, traf- 
fic and vigilance committees will 
all meet in Cleveland at the Hotel 
Statler on Sunday, February 9, 
for a discussion of their activities. 
Reports will be presented and 
submitted to the board of direc- 
tors who will hold a meeting im- 
mediately following. The board 
of directors will consider all of 
the committee reports, most of 
which will have already been pre- 
pared beforehand and will be dis- 
cussed at the committee meetings 
preceding the board meetings. Ac- 
tivities of the association will be 
reviewed and future plans will be 
suggested for the convention. 

President Peter Sampson _re- 
ports that great interest has been 
manifested in the activities of the 
association during the past year, 
particularly in the tube and traffic 
committees’ successful work. The 





The New York offices of the Electrical Trade Publishing Co. 
Right: Office of D. G. Pilkington, Manager; center, general 
office; left: office of A. R. Carrington, Jr., and H. E. Thoyer, 
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eastern representatives of ELECTRICAL CONTRACTING and MILL 
SUPPLIES respectively. 
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THEY ARE SENDING CUSTOMERS Looking 
for the “Flashing S, on a Green Oak Leaf” 














The Sylvania Foresters provide more than just radio entertainment. 
They are business builders locally for the Sylvania Radio Tube 
Dealer—and their friendly salesmanship makes customers for him 
out of hundreds who otherwise would merely be passers-by. 


Wherever “the flashing S, on a green oak leaf” appears on a 
Sylvania Dealer’s window, it is just as though his name and ad- 
dress were mentioned in the radio announcements of the Sylvania 
Foresters—and these announcements are heard by millions each 
week. 


See that the flashing S appears on the windows of your dealers. 


SYLVANIA Here are the _ Sylvania 
Foresters — Orchestra and 
PRODUCTS Quartette—A National Radio 
Feature — Every Week Over 
COMPANY WJZ, KDKA, KWK, KYW, 


WBZ, WBZA, WHAM, 
WREN, WBRC, WNBZ, 
KFAB, WGY. 


Emporium, Pennsylvania 
(Licensed Under RCA Patents) 

















FORESTERS 
Every Week in the Year 


THE 
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This is an unbeatable golf foursome, and they are open for engagement. 
They are: Bill Nottingham, service clerk; H. B. Bibb, sales manager; L. E. 
Burford, service supervisor and Clarence Nottingham, order selector, of the 
Norfolk, Va., branch of the Graybar Electric Co. 





set committee has made a very 
thorough survey of merchandising 
conditions which is also of great 
importance to every radio whole- 
saler. 
x ok Ox 
New Member R. W. A. 

The executive offices announce 
the acceptance of the application 
of the Esenbe Co., Pittsburgh, to 
membership in the Radio Whole- 
salers Association. 

x * x 

Duncan Supervises Radio 

Coincident with the nation-wide 
changes in the Westinghouse Elec- 
tric Supply Corporation, J. A. 
Duncan of the Illinois Electric 
Company, Chicago, becomes dis- 
trict radio manager for the North- 
west District. This includes the 
cities of Chicago, Milwaukee, 
Madison, Wisconsin, Peoria, IIl., 
Duluth, St. Paul, Minneapolis, 
Fargo, N. D., Sioux City, Des 
Moines, Waterloo, Mason City, 
and Omaha, Nebraska. 

Mr. Duncan will do considerable 
traveling between these cities. His 
background of experience in the 
Signal Corps of the U. S. Army 
and several years in telephone 
construction and maintenance with 
both independent and Bell Com- 
panies will prove especially valu- 
able in his new work, not to men- 
tion his field sales work with the 
Illinois Electric Company. He 
must be interested in radio for he 
has kept in touch with it since 
his company put in stock the first 
24 crystal detector cat-whisker 


receiving sets. Radio has become 
a mighty important line with the 
Westinghouse Electric Supply 
Co., and Mr. Duncan’s friends 
will be glad to know that he is 
intrusted with this part of the 
business. 
* * * 


Arthur C. Witters at Wakem 


& Whipple 
J. J. Reilly, sales manager at 
Wakem & Whipple, Inc., Chicago 
and Northern Illinois distributors 
for Brandes and Kolster radio, an- 
nounces the appointment of Arthur 
C. Witters to his organization’s 


sales staff. Mr. Witters comes 
from the Kolster sales organization 
and will cover the northside terri- 
tory of Chicago. 


* * 


DeForest Made President of 
Radio Engineers 

Dr. Lee DeForest was installed in 
office as president of the Institute 
of Radio Engineers at a meeting of 
the Institute at its headquarters in 
New York on January 8. In his in- 
augural address, Dr. DeForest com- 
mented on the rapid rise of radio and 
discussed its various phases. 

Born at Council Bluffs, Iowa, in 
1873, the boy DeForest attended the 
Mt. Herman School in the Berk- 
shires and graduated from Sheffield 
Scientific School of Yale University 
in 1896. A pioneer in the develop- 
ment of wireless telegraphy, he was 
awarded the gold medal at the St. 
Louis Exposition in 1904 for work 
on wireless telegraphy, and a similar 


award by the San Francisco Exposi- 
tion in 1915 for radio telephony. In 
1906, Dr. DeForest invented the au- 
dion or three element vacuum tube, 
followed by the audio amplifier, vac- 
uum tube oscillator, practical radio 
telephone and other applications. In 
1909 he inaugurated the first public 
broadcasting service, broadcasting 
the voice of Enrico Caruso from the 
stage of the Metropolitan Opera 
House in New York City. The 
holder of over 120 patents, Dr. De- 
Forest has been awarded the Cres- 
son Medal, the Scott Medal, and the 
French Legion of Honor. 

His election to the presidency of 
the I. R. E. on January 8 is a fitting 
climax to the long list of high posi- 
tions he has held and is an ac- 
knowledgment both of his qualifica- 
tions to head the official organiza- 
tion of radio engineering in this 
country, and of the high esteem in 
which he is held by his co-workers 
in the field of radio. 


*x* * * 
George Parr Advanced 


George M. Parr has been appointed 
general sales manager of the Parr 
Electric Co., New York, according 
to a recent announcement by Mc- 
Kew Parr, president of the company. 


* * 


Electrical Merchandising 
In the Gay Nineties 
(Continued from Page 13) 


wound around the stem and arms 
of an existing gas fixture, the 
socket being clamped to the gas 
burner at an angle of approxi- 
mately 45 degrees below horizon- 
tal. These primitive methods 
were the immediate cause of 
stringent Underwriters’ Rules 
soon to make eleciricity the only 
safe means of lighting. 

Electrical household conven- 
iences were unknown except fans 
and unreliable flatirons. Even 
these articles were little used in 
the northwest, because most elec- 
tric plants ran only from dusk 
until midnight except in the case 
of hydroelectric power. Day serv- 
ice was not yet standard even in 
the cities, outside their business 
districts. One enterprising small 
town provided day service on 
Tuesdays to encourage the use of 
irons. 


The optimism of youth sug- 
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(This message to retailers is appearing in all 
radio trade and business papers for February) 


THEY'RE 
FIERE! 


6 Sensational New Majestic 
Models—all with the amazing new 


COLOTURA 


DYNAMIC SPEAKER 





Model 92 — Jacobean highboy in 
Walnut and Lacewood. $146 less 
tubes, $167.50 complete. 


Model 91—Early English design in 
Walnut and Australian Lacewood. 
$116 less tubes, $137.50 complete. 


< Model 103—Radio-Pho32raph. 
Beautiful English treatment in Wal- 
nut and Lacewood. Counterpoised 
Top. Doors faced on both sides with 
Matched Butt Walnut. $203.50 with- 
out tubes, $225 complete with guar- 
anteed Majestic Matched Tubes. 


Licensed under patents and applications 

of R. C. A. and R. F. L., also by Lekti 

phone, Lowell & Dunmore and Hogan 
vicense Associates 











M ON A RC H 


ERE’S the greatest profit opportunity in radio 

history... six beautiful 1930 Majestic models 
featuring Majestic’s newest achievement—the Colo- 
tura Dynamic Speaker. The Colorful Tone that sold 
2,000,000 Majestics now is richer, truer than ever. 
Both voice and instrument are reproduced perfectly for 
the first time in radio. 

..- New chassis design eliminates half the soldered 
connections formerly necessary—wipes out service 
costs. 

... New 35% increase in over-all sensitivity results 
in amazing new performance. 

... New cabinets of superb beauty—both in design 
and cabinet woods—provide styles and sizes to please 
every taste. 

... Amazing new low prices make Majestic easier 
than ever to sell. No other dealers in the whole field 
of radio will be able to offer such pure, rich tone—such 
power and performance—such beauty of cabinet—at 
anywhere near Majestic prices. 

Majestic dealers will make the big radio profits of 
1930—just as they did in 1928 and 1929. Phone or 
wire the nearest Majestic distributor mow for infor- 
mation on the Majestic franchise. 


GRIGSBY-GRUNOW COMPANY, Chicago, U. S. A. 
World's Largest Manufacturers of Complete Radio Receivers 


i! 
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Model 90—Compact Tudor cabinet 
in American Walnut. Grained Butt 
Walnut center panel. Special brocade 
over speaker. Price less tubes $95, 
with guaranteed Majestic Matched 
Tubes $116.50. 


Model 93—Beautiful English design 
in matched Walnut and Lacewood. 
$146 less tubes, $167.50 with Ma- 
jestic Matched Tubes. 


Model 102—Same as Model 93, but > 
with marvelous new Majestic elec- 
tric phonograph added. Counter- 
poised Top. $184 less tubes, $205.50 
with Majestic Matched Tubes. 
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Louis J. Grossman, proprietor of the 
Grossman Electric Co., 4th and Or- 
ange Sts., Wilmington, Del., established 
this business immediately after the 
war with a capital of $275. This com- 
pany now has a valuable corner loca- 
tion and occupies the three adjacent 
buildings. The territory served has a 
radius of more than 50 miles. Louis 
Grossman has been in the electrical 
field more than 21 years. 





gested that profits from the busi- 
ness would care for any growth; 
experience proved this a mistake. 
Besides healthy growth in sale of 
standard articles, there was a 
rapid increase in the list of new 
items, such as conduit and fit- 
tings, multiple-type enclosed arc 
lamps, high-tension insulators and 
many household devices, to make 
demands for additional capital in- 
sistent. The western custom of 
granting terms of three, six, nine 
and twelve months credit on large 
orders,—showing that installment 
selling is not altogether new,— 
coupled with the eastern manufac- 
turers’ extreme limit of 60 days 
on purchase, made financing dif- 
ficult for the pioneer jobber. When 
the manufacturer offered a “2-per- 
cent discount for cash,” and we 
did not jump at it, we were apt 
to receive embarrassing letters. 
Banks, accustomed to loaning huge 
sums on wheat in elevators, or on 
a run of logs impounded in the 
Mississippi, looked askance at 
electrical supplies as collateral for 
a loan. They even hesitated to 
discount customers’ notes taken 
in settlement of long-term sales. 
With better banking co-operation 
many trying difficulties would 
have been avoided. Once, on de- 
positing a check for about $8,000, 
closing a municipal plant transac- 
tion, the bank declined to give 
immediate credit, when they dis- 


covered that the check was drawn 
on a private bank with a listed 
capital of but $5,000. About ten 
days after the collection of this 
check the town of Ontonagon, 
Mich., where the plant was located. 
burned to the ground, and the 
only building not destroyed was 
the brick power house. It is dif- 
ficult to see how any type of fire 
insurance would have covered this 
kind of risk. 

The nineties were the days of 
rapid telephone development, as 
seen in the many “independent” 
exchanges, the intercommunica- 
ting systems, and the overloaded 
farmers’ lines. The sale of a 
house-telephone system to the 
Minnesota School for the Deaf 
was regarded as an achievement. 
In the case of farmers, most of 
whom had never held receiver to 
ear, it was necessary to demon- 
strate the use of the telephone, 
and even to prove that an Ameri- 
can telephone could talk Swedish. 
Suits for patent infringement, 
threatened by rival telephone 
manufacturers, often enhanced the 
difficulty ot securing orders. 

In those days prior to efficiency 
training for salesmen, natural aptit 
tude had full swing. Volume of 
sales was the goal regardless of 
profits involved. For instance, 
sales of lamps, which would auto- 
matically bring in repeat orders, 
were not specially urged, and all in 
all the employment of traveling 


men brought disappointing returns. 
Since catalog selling had not yet 
become standard, however, drum- 
mers were essential, especially for 
the building up of business in 
telephones and other recent in- 
ventions. Traveling salesmen were 
an expensive necessity. Towns 
with potential customers were far 
apart, and the railroad schedules, 
not only of transcontinental but 
also of other lines, providing but 
one train per day in each direc- 
tion, often made more than a 
single visit in a day impossible. 
An accommodating caboose, or the 
device of “doubling back” with 
heavy extra mileage, sometimes 
permitted two calls. Our sales- 
men became expert in billiards, 
and when at home proved in- 
active in city work, moreover 
tending to spread dissatisfaction 
among the industrious city force. 
To install a five-horse motor 
was an event. It must be re- 
membered that at first a motor 
of this capacity was expected to 
run a street car, for hadn’t a pair 
of horses been always equal to 
the task? Underestimating the 
power required for a sawmill or 
a printing press, in the absence 
of preliminary power measure- 
ments, was a frequent cause of 
burnouts, necessitating the carry- 
ing of magnet wire in stock. 
From such small beginnings the 
electrical supply business in a 
single generation has _ attained 





Our photographer was fortunate in finding quite a number of people at home 


when he called at the Fife Electric Supply Co., Detroit. 


The two men in the 


doorway are, left to right: Ross Fife and D. F. Fife, president and treasurer. 
Standing: Jimmy Hitchcock; Jimmy Lange; Harry Gardiner; Billie Rau; Miss 


Michaels; Miss Wickwire; Miss Spencer, and Ted Ryerse. 
Lester Lubitz; Joe Nelson; 


Murray Duprey; 
Lawler, and Jack Bastien. 


Down in front: 


Leonard Krezenski; Maurice 
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Convince Yourself... then 
Convince Your Customers 














Your customers want quick action! 
Let them hold a watch on Arcturus... 
the program is there in 7 seconds. 











Your customers want clear, pure tone. 
Let themlisten to an Arcturus-equipped 
set—no question about tone quality. 











Your customers want long-lasting 
tubes. Your meter shows that Arcturus 
Tubes easily withstand a 50% over- 
load; definite proof of stamina that 
means long life. 


ARCTUR 





RADIO TUB 


OW 1s tHe TIME 
TO SELL ON FACTS! 


HE day of radio ballyhoo has passed. 

The public has quit buying extravagant 

claims. Merit alone is the modern 
measure of merchandise — merit that can be 
proved to today’s critical customers. 

Right now buyers are more than set-conscious 
—they are tube-wise. Radio tubes, like other prod- 
ucts, must toe the mark with proved performance 
to build up your biggest asset—~— consumer 
satisfaction. 

Arcturus Tubes are that kind of merchandise, 
they need no “‘sales talk.” They sell steadily on 
proved performance, easily demonstrated by 
convincingtests. Showyour customers Arcturus’ 
quick action, clear tone and long life... and 
make your sales with satisfaction assured. 

You need this kind of tangible quality in all 
your merchandise under present conditions. 
Concentrate on products of proved reliability, 
and put your business on a healthier, more 


profitable basis during 1930. 


ARCTURUS RADIO TUBE COMPANY 
NEWARK, N. J. 





LONG LIFE 
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Ten years ago, in January, 1920, to be 
exact, the Revere Electric Co., Chicago, 
was started by Van N. Marker and Fred 
R. Eiseman, as president and secretary- 
treasurer, respectively. A modest ware- 
house located at Plymouth Court in the 
heart of the loop was secured, but the 
company grew so rapidly it was appar- 
ent that larger quarters would have to 
be secured. Today, its modern ware- 
house and offices are located at 753 W. 
Jackson Blvd., where the company is 
firmly established as one of the leading 
electrical wholesalers in Chicago. 





mammoth proportions with every- 
one a customer today. More than 
half the copper, lead and tungsten 
mined in the world goes into elec- 
trical enterprises. Those associ- 
ated with the early electrical 
development in this country have 
a feeling of pride and satisfaction 
for their share in it. The accel- 
erating rate of development of so 
many new branches utilizing elec- 
tricity is fascinating to the elec- 
trical pioneer, to whom the future 
looks even more promising than 
it did forty years ago. 


* * * 


The Future of Electrical 
Wholesaling 


(Continued from Page 19) 


impossible venture. In fact, a few of 
the leading manufacturers of elec- 
trical goods already own a number of 
wholesale enterprises. 

On the other hand, there are a 
number of features and developments 
which tend definitely to favor the 
electrical wholesaler. In the first 
place, the standard of living is con- 
stantly rising. More electrical goods 
will be consumed in the future by a 
larger percentage of our population. 
Furthermore, the variety of electrical 
goods will no doubt be greatly in- 
creased, at least in part, as a result 
of inventions and improvements in 
the industry. 

Second, the number of retail out- 
lets of an independent character is 
likely to remain extensive. The most 
economical method of reaching a 
large number of retail dealers has 
always been the wholesale institution. 
So far, no method has been discov- 


ered which could effectively displace 
the wholesaler under these circum- 
stances. 

Third, retailers are now carrying 
smaller inventories than they have 
stocked in the past. They have come 
to realize the advisability of a rapid 
turnover in their merchandise. This 
is made possible by the fact that 
goods travel faster and that many 
wholesalers are able to fill orders 
quickly. It may be said that hand-to- 
mouth buying on the part of retailers 
is to be regarded as one of the salva- 
tions of the wholesaler. 

It seems that the functions and 
services of the electrical wholesaler 
are very much in demand. We can- 
not do without them. But whether 
such services will be left to the whole- 
saler to render will depend in large 
“measure on how well, how efficiently, 
and how economically he can per- 
form them. The future of the elec- 
trical wholesaler is just as bright as 
it has ever been. In fact, many 
wholesalers in the electrical field are 
likely to thrive to a greater extent 
than in the past; provided, however, 
that such wholesalers place their busi- 
ness under the microscope and catch 
the spirit of the times. It is high time 
that many wholesale establishments 
be subjected to a good and thorough 
housecleaning. There is urgent need 
for a careful inventory, not only of 
the merchandise carried in stock, but 
of the methods of doing business and 
of all other phases of wholesale mer- 
chandising. Too many wholesalers in 
the electrical field are spreading their 
energies thinly, almost to the break- 
ing point. 

An analysis made within the past 
few months of one such house is a 
case in point. It was found in this 
instance that it took more than 28 
per cent of the total number of ap- 
proximately 1500 customers to con- 
tribute as little as 2.6 per cent of the 
business, while 38 per cent of the 
customers contributed 85 per cent of 
the business. It was also found that 
33.5 per cent of all orders covered 
only 5.4 per cent of the total volume 
of business and that 20 per cent of 
all orders received by the house con- 
tributed fully 63 per cent of the 
business. 

A few of the things, for example, 
to which electrical wholesalers may 
give some consideration during the 
coming year are the following: 

1. Careful selection of customers 
and the gradual elimination of all 


those whose purchases from the 
house are negligible. 

2. Operation within a limited ter- 
ritory. It is felt that wholesalers fre- 
quently travel too far from their own 
headquarters into the home territory 
of other wholesalers. In this way 
they expend effort in areas which are 
usually unproductive. Why should it 
not be possible for a wholesaler to 
determine upon a logical territory 
that can be cultivated economically ? 

3. An increase in the size of the 
average order. Altogether too many 
orders fall in the unprofitable-volume 
class. 

4. A limitation of stock of profit- 
able items. To do this, a proper sys- 
tem of stock control is more or less 
essential. 

These are but a few of the prob- 
lems which need consideration in the 
near future. As a matter of fact, 
we have reached an era in which all 
distribution problems, and certainly 
those of wholesaling, including sales 
planning and many other phases of 
the subject, must be attacked in a 
scientific and sane manner. To the 
extent to which such an approach will 
be made by the electrical wholesalers 
of today, to that extent will the elec- 
trical wholesalers of tomorrow be 
strong and flourishing. 

In summary it may be said that on 
the whole conditions favor the main- 
tenance and support of electrical 





| 


Miss Julia Spiegelman was officially 
retired on October 1, after over 25 
years’ service as cashier of the Graybar 


Electric Co., Inc., San Francisco. Her 
work during the great fire of 1906 when 
she trudged daily across the black 
desert surrounding the Western Elec- 
tric building which had not been 
burned is one of the traditions of the 
company. Miss Spiegelman, who is the 
first woman employee to be retired on 
the Pacific Coast, proposes to travel 
for a time and then to engage in wel- 
fare and relief work in New York. Her 
former fellow employees presented 
Miss Spiegelman with a diamond-stud- 
ded wrist watch. 
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“The Capacity | 
lof Convenience Ouitlets\ 


j HEMCO 
| PRODUCTS 


E BRYANT ELECTRIC COMPA 
2 BRIDGEPORT . CONN . U.S.A, 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 





Manufacturers of “Superior Wiring Devices” Since 1888—Manufacturers of Hemco Produets 
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Truly 
Modernistic 


aww ”, we ra 
Le — Pw. 


SS MRS sie Sia Ses 


Prd. and Pat. Applied For No. 1600 


IT’S NEW 
BEAUTIFUL 


and 
WELL DESIGNED 


It’s the NEW AMCO Sovereign 
Line suitable for all glass 
and priced right. 


See it at the Fixture Show in 
Washington, or write for cat- 
alog of both ‘‘Sovereign”’ 
and ‘‘Aristocrat’’ Lines of 
Modernistic Hangers. 


**Hanger Specialists.” 
THE ART METAL CO. 


1800 E. 38th St. 


Cleveland ‘- - - - Qhio 








| | wholesalers so long as they operate 


| with the efficiency which may be ex- 
pected from a thoroughly modern 
business enterprise. Those whole- 
salers who will take advantage of the 
opportunities and heed the call of the 
times are sure to survive and to pros- 
per. The weaknesses of wholesaling 
are by no means inherent. Conse- 
quently, there is no valid reason why 
the alert electrical wholesaler should 
not fall in line with the march of 
progress into a brighter and better 
future. 
* * * 


Men You Should Know 
(Continued from Page 20) 


ley & Patterson, Inc., New York. 

| Peabody, A. D., president, Peabody 
Electric Co., Oklahoma City. 

Philo, Louis F., assistant general man- 
ager, Tel-Electric Co., Houston. 

Pierce, J. F., president, Pierce Electric 
Co., Tampa. 

Pixley, M. A., president and general 
manager, Erner & Hopkins Co., Co- 
lumbus. 

*Porter, George H., general manager, 


tric Co., Chicago. 

Price, Frank S., president, Pettingell- 
Andrews Co., Boston. 

Reid, Luther E., president, American 
Electric Co., St. Joseph, Mo. 

ReQua. William A., president, ReQua 
Electrical Supply Co., Rochester. 

| Ridinger, C. W., president, Iron City 
Electric Co., Pittsburgh. 

Roberts, Roy R., president, Roberts- 
Empire Electric Co., Houston. 

| Robertson, W. E., general manager, 
Robertson-Cataract Electric Co., 
Buffalo. 

| Rost, O. Fred, general manager, New- 

| ark Electrical Supply Co., Newark. 
Rumsey, Eugene A., president, Rum- 
sey Electric Co., Philadelphia. 

| Sager, Joseph E., president, 

| Electrical Supply Co., Boston. 





Satterlee, W. B., president, Columbian | 


| Electrical Co., Kansas City. 

|Schmidtbauer, J. C., 
Julius Andrae & Sons Co., Milwau- 
kee. 

Schwab, L. A., president, 
Electric & Wire Co., Chicago. 

Scott, Charles P., treasurer, Royal- 


York. 
tric Co., Atlanta: 


3end Electric Co., South Bend, Ind. 

Sisskind, Louis, president, 
States General Electric Supply Co., 
Chicago. 

Spurr, Joseph R., president, South- 
ern New England Electric Co.,, 
Hartford. 

Stern, Percival, president, Interstate 
Electric Co., New Orleans. 

| Stewart, Frank H., president, 
H. Stewart Electric Co., Philadel- 
phia. 

| Stubbs, O. B., president, Stubbs Elec- 

tric Co., Portland, Ore. 








Patterson, George L., president. Stan- | 


railroad department, Western Elec- 





Sager 


vice-president, | 
Monarch | 


Eastern Electrical Supply Co., New | 
Shivers, L. L., president, Carter Elec- | 
Shumaker, Frank H., president, South | 


Central | 


Frank | 
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“It has a grip like its namesake” 











Biill Dik 


REGISTERED 


Split Knobs 
"Tues are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 
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Beresford 
Apartments 


Central Park West 
Kighty-first and Eighty- 
second Streets 
New York City 
Ae 
Manhattan Square Beres- 
ford, Inc. Owners 
Emery Roth Architect 
H. R. H. Construction Co. 

General Contractors 
Jandous Electric Equip- 
ment Co. 
Electrical Contractors 
Tam t) 
Largest apartment building 
in the world (850,000 sq. feet 
of tenantable floor area). 
Reliable control and utiliza- 
tion of electric convenience 
guaranteed by 


\Vane EPEN 
IRING L/EVICES 


HENRY D. SEARS 


General Sales Agent 
80 Boylston Street Boston, Mass. 








Fretz-Moon 








FRETZ-MOON TUBE CO., Butler, Pa. 





It is easy to get the right 
conduit—just ask for and 


insist on FRETZ-MOON! 








RIGID 


CONDUIT 














| 


| 


Tafel, Paul, president, Tafel Electric 
Co., Louisville. 


| Terry, J. B., president, Terry-Durin 








Co., Cedar Rapids. 

Thomas, H. F., president, Northwest- 
ern Electric Equipment Co., St. 
Paul. 

Todd, John D.,_ vice-president and 
general manager, Missouri Valley 
Electric Co., Kansas City. 

Tolles, E. Donald, managing director, 
National Electrical Wholesalers’ As- 
sociation, New York. 

Townsend, Thomas L., vice-president, 
National Electrical Supply Co.,, 
Washington. 

Van Valkenburgh, R. W., southwest 
district manager, Western Electric 
Co., Dallas. 

Vilett, W. H., president, Northland 
Electric Supply _Co., Minneapolis. 
Van Winkle, F. D., president, Post- 

Glover Electric Co., Cincinnati. 

Walker, C. S., president, Varney Elec- 
trical Supply Co., Indianapolis. 

Walker, Henry L., president and treas- 
urer, Henry L. Walker Co., Detroit. 

Wetmore, V. C. Bruce, president and 
treasurer, Wetmore-Savage Co., Bos- 
ton. 

Wheeler, Clarence, president, Wheeler- 
Green Electrical Supply Co., Roch- 
ester. 

Wolf, Martin J., vice-president and 
general manager, Electric Appliance 
Co., Chicago. 

Worthington, H. R., president and 
general manager, Florida Electric 
Supply Co., Jacksonville. 

a Oe 


Wishing Us a Happy 
Birthday 

(Continued from Page 45) 
CLINTON STARK, Sales Manager, 
Erie Malleable Iron Co., Erie, Pa. 
(Telegram).—Ten birthdays. There 
is nothing of more importance than 
quality of mind and optimism. In 
business terms they are ambition and 
initiative. Congratulations to Ho- 

ward Ehrlich and his able staff. 


W. D. STEELE, President, Benja- 
min Electric Mfg. Co., Des Plaines, 
/ll.— The Benjamin organization 


| congratulates THE JoBBER’s SALEs- 


MAN and its readers on the tenth an- 


| niversary of a publication devoted to 


real co-operation in the industry. 
As one of the original and con- 

tinuous advertisers, we can offer not 

enly congratulations on a fine 


| growth, but commendation for a job 


well done. 


M. P. Ettis, Vice-President and 
General Manager, Stecl and Tubes, 
Inc., Brooklyn.—Please accept our 
hearty congratulations on this, the 
tenth anniversary of THE JoBBER’s 
SALESMAN. 

It must be with a great deal of 
pride that you review the success of 
vour efforts to humanize the elec- 
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trical supply industry—a _ gigantic 
task which your staff has approached 
with much tact and understanding. 

May I, in collaboration with your 
many friends, extend my best wishes 
for the future? 


A. F. WAKEFIELD, General Man- 
ager, F. W. Wakefield Brass Co., 
Vermilion, O.—Just a line to con- 
gratulate you upon reaching your 
tenth anniversary. 

It is more or less a co-incidence 
that the first trade paper advertising 
on our line of “Red Spot” commer- 
cial lighting equipment appeared in 
your publication just ten years ago. 

At that time, commercial lighting 
equipment was but a small part of 
our business and today it represents 
our exclusive interest. This one de- 
partment of our business, born at 
that time, last year produced a 
volume of business of over twice 
the gross business in that first year. 

One thing I like about THE Jos- 
BER’S SALESMAN, now that it is of 
age, is the fact that it still embodies 
the same youthful zest which marked 
its early issues. 


H. Czecn, Division Sales Man- 
ager, Westinghouse Electric Supply 
Co., Milwaukee. — Heartiest con- 
gratulations to THE JOBBER’s SALES- 
MAN on its tenth anniversary. 

The writer looks forward to each 
issue of THE JoBpBEer’s SALESMAN 
for it always contains information 
of interest and importance. 

We subscribe to THE JOBBER’S 
SALESMAN for all of our represen- 
tatives, knowing that they will profit 
by reading this magazine. Much 
credit is due the publishers and its 
entire staff. 

With best wishes to all and hope 


for the continuance of this fine | 
magazine. 
J. A. Duncan, Westinghouse | 


Electric Supply Co., Chicago.—Per- 
mit me to extend sincere congratu- 


| 


| 
| 


| 
| 


f 

















lations to you on this, the tenth 
anniversary of THE JOBBER’S SALES- | 
MAN. I am sure that the whole- | 
salers nationally, as well as their | 
salesmen, join with me in wishing | 
you continued success. 

Your constructive editorials and | 
the splendid articles in your maga- | 
zine are certainly outstanding in 
the electrical field. 

May you live long and continue | 
to prosper. 
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CRESCENT 
Products 


“Crescent” National 
Electric Code Rubber 
Covered Wire and 
Cable 


Intermediate Grade Rub- 
ber Covered Wire and 


able 
“Imperial”? 30% Rubber 
Covered Wire and 
Cable 
“Crescent’’ ‘Lead En- 


cased Wire and Cab'e 
‘Crescent’? A.B.C. Ar- 
mored Bushed Cable 
‘Crescent’? Lead Covered 
Armored Cable 
“Crescent’’ Flexible Me- 
tallic Conduit 
Also Lamp, Heater, 
Brewery, Canvasite and 








Let's get to the meat of the matter. 
We sell for profit . . . You do the 
same. . . . The electrician also. . . 
But—he profits most who serves best 
With this in mind, Crescent builds for 
the future, not for the first sale alone 
but the next and the next and the 
next. When you sell a man Crescent 
products you sell him constant satis 
faction—you give him the opportunity 
of making a profit instead of taking a 
loss and you provide yourself with a 
steady customer. Make your bid for 
1930 leadership with Crescent. 
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Packinghouse Cords: 
Plain Rubber Sheathed 
and Braided Portable 
Cords; Elevator Light- 
ing, Control and An- 
nunciator Cables; Bor- 
derlight and Stage 
Cables; Dampproof Of- 
fice and Annunciator 
Wires and Cables; 
Special Fiexible Cords, 
Cordage and Cables for 
Telephone Instruments 
and Radio; Magnet 
wires—cotton and silk 
covered; Organ Wire 
and Cable. Bare and 
tinned copper wire and 
cables, 











(RESCENT 


Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 


TRENTON N.J. 


Forty-one Years of Knowing How in Every Crescent Product 
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MANUFACTURERS 





NEWS 





‘New Products, Literature, etc: 


— 


New Developments at 
Standard Electric 

Frank A. Fish, formerly with 
Knowlson, in Detroit, is now with the 
Standard Electric Stove Co., Toledo, 
handling the Missouri, Kansas and 
Nebraska territory. This company 
has issued catalog No. 16-C, contain- 
ing a list showing the recent changes 
in prices. This catalog illustrates the 
three “Royal” Standard ranges, No. 
1112, 1134 and 1156. 

New distributors for the Standard 
Electric Stove Co. are: Coleman 
Electric Co., Allentown, Pa.; Reli- 
ance Electric Co., Camden, N. J.; 
Stratton & Terstegge Co., Louisville, 
Ky.; Commercial Electric Co., 
Toledo Ohio; Schmerheim Electric 
Co., Saginaw, Mich.; and the Kel- 
vinator-Bohman Co., Hagers- 
town, Md. 


* ok x 


Triad Licensed by Three 
Companies 


Negotiations between the Radio 
Corporation of America and the 
Triad Mfg. Co., Pawtucket, R. I., 
makers of Triad Radio Tubes, 
have culminated in the licensing 
of the Triad Mfg. Co. by the Radio 
Corporation of America, the General 
Electric Co., and the Westinghouse 
Electric Co., to manufacture radio 
tubes under all patents now con- 
trolled by them and to manufac- 
ture under all future patents which 
may be granted to these com- 
panies. 

. *. * 
Edison Lamp Works Moves 
Headquarters 


On or about March 1, the Edison 
Lamp Works of the General Electric 
Co. will be established in its new and 
larger quarters at Nela Park, Cleve- 
land. 

Nela Park, for several years, has 
been the headquarters of the admin- 
istrative, manufacturing and_ re- 
search departments of the incandes- 
cent lamp department of the Gen- 


eral Electric. In its new home, the 
Edison Lamp Works will have the 
benefit of closer contact with these 
departments than has been possible 
in its present location at Harrison 
during the past few years. 

The move has been contemplated 
for some time, but was considered 
infeasible heretofore, in view of the 
large investment in factory and of- 
fice property at Harrison, as well as 
because of the fact that it would 
have seriously affected several hun- 
dreds of employees, some of whom 
have given many years of service to 
the Edison Lamp Works, and who 
could not be readily transferred to 
such a distant point as Cleveland. 

The recent formation of the RCA 
Radiotron Co., an organization cre- 
ated to handie the sale, distribution 
and manufacture of RCA _ Radio- 
trons, has provided a satisfactory so- 
lution to the problem. The office 
and factory buildings at Harrison, 
where only radiotrons have been 





manufactured for some time, offered 
the newly formed company an ideal 
location for its headquarters. The 
proposal of the new company to pur- 
chase the Harrison property was ac- 
cepted with alacrity by the Edison 
Lamp Works, since the proposition 
made possible the long desired move 
to Cleveland, and at the same time, 
provided an opportunity for employ- 
ment with the new Radiotron Co. of 
many of the rank and file of em- 
ployees. 
* K * 


Wagner Electric Transfers 
L. J. Dicianne 


The Wagner Electric Corp., St. 
Louis, announces the transfer of 
L. J. Dicianne from the position of 
branch manager of the Minneapo- 
lis office to the branch manager- 
ship of the Kansas City office. 
Major Elam will take over the 
branch managership of the Min- 
neapolis territory. 





The gentleman without the hat is Frank Garner, representing the Colt’s Patent 


Fire Arms Mfg. Co., Hartford, Conn., the firm that makes the switches. 
Hayes Co., Springfield, Mass., the concern that 


right is J. J. Keane of the C. E. 


On the 


sells the switches and in the middle is J. M. Grogan of the Forest Park Electric 


Supply Co., Springfield, the concern that installs the switches. 


No, Frank Garner 


is not collegiate but his hat is among those missing due to the efforts of his two 


friends who never did like the derby. 
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Woodhead Sales Appoint- 
ment 

The Daniel Woodhead Co., 15 

North Jefferson St., Chicago, has 

appointed five territorial salesmen 

to look after the sale of its products, 

among which are “Protex” shock- 


vapor-proof extension lamp, “Vapro- | 


| 
| 


tex” vapor-proof extension lamp, | 
“Safeway” attachment plugs and 
“Protex” pendant sockets. 

The new salesmen are: Carl 


Statzer, 130 West 42nd St., New 
York City, will cover the territory 
of the eastern states; G. E. Moore 
will handle Michigan, Ohio, In- 
diana and northern Kentucky, 
working out of Chicago for the 
present but locating in Cleveland 
in the spring; J. P. Maiers, 4224 
Snelling Ave., Minneapolis, will 
cover Minnesota, North and South 
Dakota, Iowa and Nebraska; R. H. 





Geiser, 3565 Hickory St., St. Louis, | 
will have southern Illinois, Mis- | 
souri, Kansas and Arkansas; and | 
H. C. Russell, 1719 Decatur Road, | 


N. E., Atlanta, Ga., who will cover 
Georgia, Tennessee, Alabama, Mis- 


sissippi, Louisiana, South Carolina | 


and Florida. 

The E. A. Key Co., 2814 Santa 
Fe Ave., Los Angeles, will repre- 
sent Woodhead on the Coast. 

* * * 

Eastern Tube and Tool Ex- 
ecutives Purchase Common 
Stock 

E. J. Schneider and I. G. Trat- 
tler, president and vice-president, 
respectively, of the Eastern Tube 
and Tool Co., Inc., Brooklyn, have 
bought up all of the outstanding 
common stock of the company. 


This purchase concentrates abso- | 


lute control in the hands of the ac- 


tive executives but does not effect 


any change in the management. 
es 


Chicago Lighting Institute 

Plans are now being developed for 
the formation of the Chicago Light- 
ing Institute, a cooperative organiza- 
tion, which will provide permanent 
and practical demonstrations of the 
value of good lighting for all applica- 
tions. It will also be used for fur- 
nishing information on the latest and 
best equipment, including the mech- 
anism for operations, and methods 
for creating spectacular and novel 
lighting effects. 

The Chicago Lighting Institute 
will occupy the entire 36th floor and 























Switches 





No. 1451T 
Accessible Fuse Channel Banking Type 


ARE 


Leaders 


60 Amp. Accessi- 
ble Fuse Meter 
Service Switch. 


Wadsworth Safety Electric Switches 
embody all the characteristics of 
leaders. Compact yet ample wiring 
space. Abundant knockouts that can 
be removed without trouble. Adapt- 
able to any kind or size of installa- 
tion, and they meet the requirements 
of the most exacting customer! 


Due to these features Wadsworth 
Switches are in demand. 


Why shouldn’t they be your line of 
Switches? 
Write today and learn about the lib- 


eral Jobber’s Policy and sales help 
that Wadsworth offers you. 





The WADSWORT TRICMFGG INC. 
Covington ntucky. 















































No. 238 
Meter Service 
Switch with 2 
Branch Circuits. 
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Diffusing Reflectors 


Shadowless White Glass 
or Daylight Blue 









Glad to send new Bulletin 6A 













Multi Electrical Mfg. Co 


1840 W. Fourteenth St. 


Chicago 

















































~ Building » 
and Business 
are going higher 


Contractors who get in on the big jobs are 
the first to recognize that quality in materials 
is essential to lasting success. These men 
select Mohawk Rigid Conduit because this 
material measures up to their own exacting 
and distinguished installations. 

Mohawk Rigid Conduit has the approval of 
contractors; it is made heavy; impervious to 
acids; durable as the building. Tough enamel; 
smooth, glossy finish. Pipe bends so easily, 
you hardly realize it is steel. And, clean, even 
threads that make work a joy. 

Mohawk Conduit may be had in either Indian 
Black (enamel) or Indian White (galvanized). 


MOHAWK CONDUIT CO., inc. 


BRANCH OFFICES: 


INDIANAPOLIS 
LOS ANGELES 


COHOES, NEW YORK 


NEW YORK - CHICAGO - PHILADELPHIA - 
NORFOLK - MINNEAPOLIS - DENVER - 
SALTLAKECITY - SAN FRANCISCO - 


BOSTON 
SEATTLE 
PORTLAND, ORE. 
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‘| manufacturer of the iron. 


a part of the 37th floor in the tower 
of the 20 Wacker Drive Building, 
which location is adjacent to the fu- 
ture quarters of the Electric Club 
and the Electric Association, in this 
same building. 

Mr. Ralph G. Raymond has been 
appointed director of the Lighting 
Institute with Mr. E. D. Tillson ap- 
pointed as technical advisor. 

* 


Ten Years Ago 
The year 1930 marks the tenth 
anniversary of the Eagle Electric 
Mfg. Co., Brooklyn. In February, 
1920, the Eagle Textile Machine 
Corp. was organized to manufac- 
ture winding and doubling ma- 


* * 





The Original Shop 


chines used extensively in the silk 
industry. The complicated nature 
of these machines and the extreme 
carefulness with which they had to 
be manufactured unknowingly laid 
the foundation for the motto today 
of the Eagle Electric Mfg. Co. 
“Perfection is not an accident.” 


At the end of 1920, the bottom 
dropped out of the silk business 
and the year 1921 was indeed a bad 
year for the new born company 
which, at that time, boasted two 
employes, and was located on the 
fifth floor of a small loft at 9 
Greene St., New York. 


At that time, the electrical in- 
dustry was brought to the atten- 
tion of Louis Ludwig, the com- 
pany’s president and the fact that 
heretofore every electric iron had a 
special iron plug, which if it broke 
meant waiting until another could 
be obtained from the particular 


With 


| the idea of manufacturing an iron 


plug that would fit universally all 
irons, the Eagle iron plug was the 
first electrical item developed. 


Ten years ago, the iron ap- 
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pliance cord sold by the hundreds 
of thousands, but today was prac- 
tically unknown as a distinct re- | 


sale article. And who does not 
remember thé first Eagle appliance 
cord with “take up spring” 
marketed by the Eagle 


Electric | 





A View of the Plant Today 


Mfg. Co. through missionary men 
during the year 1922. The so- 
called “take up spring” was a 
spiral spring wrapped around the 
iron cord, which had enough ten- 


sion to take up the slack in the | 


cord. 

The next article the company 
brought out was the Eagle ground 
clamp and shortly afterwards, the 
weatherproof socket. 
of 1923, the company boasted of 
seven employes and was rich 
enough to employ one girl in the 
office. 

During the succeeding years the 


By the end | 


Eagle Electric Mfg. Co. having | 


given up the manufacture of tex- 
tile machinery entirely was con- 
centrating exclusively on electrical 
specialties; and a good many were 
developed. 


An interesting side-light on all | 


Eagle Products is the fact that of 


the 189 different specialties de- | 


veloped and manufactured by the 
Eagle Electric Mfg. Co. during the 
past ten years, but two articles 
have been redesigned. 


Today, the Eagle factory occu- 
pies 35,000 square feet of manu- 
facturing floor space at the Brook- 
lyn plant and three warehouses are 
maintained at different points in 
the United States. It employes 240 
people at Brooklyn. All the 189 
different articles it sells are manu- 
factured basically as well as all 
dies and special machinery for this 
production. 

The products manufactured are 
sold to three distinct industries. 
They are electrical specialities, 
radio necessities, automotive de- 
vices and heating elements. 














NEW YORK’S NEWEST AND LARGEST HOTEL 


THE NEW YORKER 


SUGARMAN & BERGER 


Architects and Engineers 








SAFE T ¥ 





Mack KANNER 


Builder 
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SWITCHES 


METROPOLITAN DEVICE CORPORATION 
1250 Atlantic Avenue, Brooklyn, N. Y. 
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FUSES FOR 


PROTECTION 
a 





/ 


IT 
“ SHOWS ” 


WHEN IT BLOWS 


Enclosed Fuses 
Fuse Plugs 
Automobile Fuses 
Link Fuses 
Special Fuses 





Uniform reliability—that's what 18 years 
of specialized manufacturing has done for 
K-E Fuses. During this period of years 
K-E Fuses have rightfully earned a repu- 
tation for extremely high quality. K-E 
Clear Window Fuse Plugs (the fuse shows 
when it blows) are i of exceptionally 
high grade porcelain. Some of the largest 
lighting companies in the country use 
these Fuse Plugs. K-E Enclosed Fuses give 
perfect eletrical protection. They will not 
cause expensive shut-downs when the 
overload is momentary, but when the 
overload is too great, they blow, protect- 
ing the valuable equipment. Contractors 
realize a good fuse is a small investment 
compared with the costly equipment it 
protects. Sell them K-E Fuses; they sell 
easily. Write today for sales helps. 


KIRKMAN 


ENGINEERING CORP. 
1 DOMINICK ST., NEW YORK, N. Y. 








| 


ee 
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Radiotron Company Formed 
What will unquestionably prove 
to be one of the most important 
developments in the radio industry 
during 1930 was the formation of 
the RCA _ Radiotron Co., Jan- 
uary 1. Backed by three of the 
most prominent factors in the in- 
dustry—Radio Corporation, West- 
inghouse and General Electric— 
the RCA Radiotron Company is 
off to an auspicious start. The 
new organization, with head- 
quarters at Harrison, N. J., has five 
factories located at Harrison, 
Newark, Cleveland and Indiana- 
polis. These factories provide 
1,147,000 square feet of floor space, 
will employ 5,500 people, and have 
an output of 210,000 tubes a day. 

Strategically located warehouses 
in New York, Atlanta, Dallas, Chi- 
cago and San Francisco put the 
RCA Radiotron Co. in a position to 
render 24 hour service to all of its 
customers. 

Taking over, as it does, the ac- 
tivities of the Radio Corporation of 
America, General Electric and 
Westinghouse in the vacuum tube 
field, the new RCA Radiotron Co. 
will be a much more flexible unit. 
Centralized research, manufactur- 
ing and selling direction, it is ex- 
pected, will result in increased 
operating efficiency and _ better 
selling plans. 

The new company will continue 
to receive full benefits, in its field, 
of the broad research facilities of 
General Electric, Westinghouse 
and Radio Corporation of America. 

Heading the new RCA Radio- 
tron Co. is T. W. Frech, former 
vice-president of the General Elec- 
tric Co., in charge of its incandes- 
cent lamp department. Mr. Frech 
has long been associated with the 
incandescent lamp business, start- 
ing with the General Electric Co. in 
1901. 

George C. Osborn, vice-president 
in charge of sales, for the new 
company, was formerly general 
sales manager of the Edison Lamp 
Works. Twenty-five years ago, 
1905 to be exact, George C. Os- 
born joined the Edison Lamp 
Works organization. Starting at 
the bottom, he continually forged 
ahead as his associates, recogniz- 
ing his abilities, promoted him to 
positions of increased responsibil- 
ity. By 1910 he was made 





assistant to the sales manager. 
His growth since that time has 
been rapid. 

W. T. L. Cogger, vice-president 
in charge of manufacturing, is said 
to be one of the most experienced 
vacuum tube manufacturing men 
in the industry. Under Mr. Cog- 
ger’s supervision were manufac- 
tured the General Electric Com- 
pany’s first commercial vacuum 
tubes. From 1917 to 1919 Mr. 
Cogger was in charge of all en- 
gineering and manufacturing of 
vacuum tubes by the National 
Lamp Works for the United States 
Government. During that period 
he was in close touch with all 
government developments in the 
radio art. 

Meade Brunet, formerly vice- 
president in charge of sales for the 
Radiotron division of the Radio- 
Victor Corp., will be sales man- 
ager of the RCA Radiotron Co., 
Inc. 

His association with the elec- 
trical industry began in 1914 in 
the production department of the 
General Electric Co. He later be- 
came affiliated with the sales depart- 
ment of the RCA organization in the 
Chicago district. 





F. F. Sengstock who for the past 10 
years has been with the Sprague Elec- 
tric Works and merchandising depart- 
ment of the General Electric Co., Chi- 
cago, resigned on January 1, to take 
charge as chief engineer of the world’s 
largest building, the Merchandise Mart, 
Chicago. Mr. Sengstock’s experience 
includes 10 years with the Chicago 
board of underwriters, taking care of 
special hazard risks, and prior to that 
was in charge of a large tannery in Mil- 
waukee. He is a graduate electrical 
engineer. 
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“THE UNIVERSAL LINE” 


Directing the sales promotion 
and advertising activities of the 
company will be J. W. Mclver, 
formerly in charge of sales promo- 
tion and advertising activities for 
the Edison Lamp Works. 

Everyone connected with the 
distribution of radio tubes will 
benefit from the new organization. 
The new company will be able to 
meet the responsibilities of leader- 
ship which rest upon the founders 
of the radio industry in America. 
It will mean more flexibility of 
manufacturing and closer respon- 
siveness to the ever-changing 
needs of the public under the con- 
stant shifting and changing con- 
ditions which confront the radio 
industry. 

*x* * * 


Wadsworth Electric Holds 
Sales Conference 

The Wadsworth Electric Mfg. 
Co., Inc., Covington, Ky., held its 
annual sales conference the last 
week of December. This confer- 
ence was attended by the entire 
sales organization and executives 
of all the other departments. 

Following the custom of past 
conferences some time was spent 
in reviewing last year’s sales manu- 
facturing and distributing prob- 
lems. F. J. Alvin, sales manager, 
then explained in detail the sales 
plan for 1930. Considerable time 
was devoted analyzing and dis- 
cussing the various sales problems, 
the recent additions and improve- 
ments to the line. 

The evenings were devoted to 
pep meetings where the time was 
spent in renewing old friendships 
and the general discussion of sales 
and other business problems. The 
conference came to a close with a 
musical entertainment and banquet 
which was presided over by L. G. 
Kuhlman, general manager. Joseph 
Feltman, president, made the open- 


ing address of welcome. 
a 


Kellogg President Dies After 
Short Illness 

William Lawall Jacoby, presi- 
dent of the Kellogg Switchboard 
and Supply Co., Chicago, passed 
away at Chicago on January 11, 
after a short illness. Pleurisy was 
the cause of his death. 

Mr. Jacoby had been president 
of the Kellogg Co. since March, | 
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Are mounted on a special holder that enables 
them to be put on or taken off instantly without 


the use of tools or set screws. 


Verdelite shades 


are adjustable to any angle. 


Here are Some FARIES FACTS 


The Faries Manufactur- 
ing Co. has been making 
a complete line of lamps 
and lamp shades for 50 
years. Most of our lamps 
are made of bronze or 
brass with genuine elec- 
tro-plated finish ... (a 
few of our very lowest 
priced lamps are excep- 
tions.) We are origina- 


many of our products 
and. we know they have 
advantages and distinc- 
tive features that other 
manufacturers cannot 
imitate. Our Jobber- 
Dealer policy gives the 
utmost in protection and 
consideration. Write to- 
day for our catalog and 
more information on our 


VERDELITE “SLIP-ON” SHADES 





. 














tors and designers of progressive 








policy. 
\ Faries Manufacturing Co., Decatur, Illinois 2 




















Every Electrician Has 
Dozens of Uses for 


NEON 
GLow 
LAMPS 


HEREVER you _ have 

electrical current you 
can find profitable uses al- 
most without limit for the Cooper Hewitt Neon 
Glow Lamp. It’s a 14 watt lamp without filament. 
Useful everywhere as an indicator. Shows approx- 
imately whether 110 or 220 volts. Indicates 
whether 25 or 60 cycles. Is excellent where 
rapid flash with no lag is required. Withstands 
strong shocks, severe vibration. Fits regular 
socket—and runs directly from 110 A.C. or 220 
D.C. lines. Lasts hundreds of hours. For details, 
write: General Electric Vapor Lamp Co., 891 
Adams St., Hoboken, N. J. 


GENERAL 6 ELECTRIC 
VAPOR LAMP COMPANY 


(Formerly Cooper Hewill Electric ¢ ompany) p 





20 ©G. E. V. L. Co., 1929 
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ASILY attached 


or removed 


without disturbing the wiring. Equally 
dependable for outdoor or indoor use 
as castings are cadmium plated and will 
not rust—a talking point alert jobbers’ S 


salesmen are using to advantage. 








QuicK 
DETACHABLE 


With three types of socket fittings 
manufactured exclusively by “Quad”, 


these reflectors provide practical and 
economical lighting, and are strong, ome 
simple and waterproof. 


Folder giving full particulars will help f] 
you sell more reflectors. Write today Re ectors 


for a copy of this. 





REFLECTORS 















Quadrangle Manufacturing Co. 
26 South Peoria St. Chicago, Ill. 
































In St. Louis 


Hotel Mavfair..... 


8th and St. Charles 


In the center of theatre and shopping districts. Floor 
lamps, fans, circulating ice water in every room. The 
quiet, refined atmosphere of an exclusive club—an 
hotel of distinction. Dining room. Coffee shop. 
Garage service. 


400 8298 — $3% 20 $6% 
Hotel Lennov..... 


9th and Washington 


St. Louis’ newest and smartest hotel opened Sep- 
tember 3rd. In the heart of business district. Dining 
room. Coffee shop. Garage service. 


400 Senasziimers — ¢ 3% to $ 6% 
Hotel Kings-Wav... 


West Pine at Kingshighway 


Opposite beautiful Forest Park. Near bus, street 
car and motor highways. 20 miautes from downtown. 
Club breakfasts, table d’hote dinners. Rooms for 
two from $4. Special rates for permanent guests. 


Heiss Hotel System xox 
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1927. During his association with 
the company, Mr. Jacoby served 
both the radio and telephone in- 
dustries. For two years he was a 
member of the board of directors 
of the Radio Manufacturers As- 
sociation, during which time he 
was chairman of the fair trades 
practices committee. He was for 
two years on the board of direc- 
tors of the Electric Association of 
Chicago. He was a member of the 
board of directors of the Inde- 
pendent Telephone Association. 

He was a member of the Mid- 
Day Club of Chicago, University 
Club, Chicago Golf Club, Press 
Club of Chicago, Engineers’ Club 
of New York, and also of various 
Associations of Commerce. He 
leaves besides his widow, three 
children, Charles W. Jacoby, 
Laura F. Jacoby, and William L. 
Jacoby, Jr. as 
Peerless Joins General Cable 

The purchase of the Peerless In- 
sulated Wire and Cable Co., Penning- 
ton, N. J., is announced by General 
Cable Corp., Rome, N. Y. 

The manufacture of the Peerless 
brand of weatherproof wire will 
be continued at Pennington under the 
personal direction of its former man- 
agement, who will now have at their 
command the research facilities and 
production experience of General 
Cable. The Pennington plant will be 
operated as a part of the Standard 
Underground Cable Co., Division of 
General Cable Corp. 

Sales of Peerless brand of weather- 
proof wire manufactured at Pen- 
nington will be in the name of the 
Standard Underground Cable Co. 
Division of General Cable Corpora- 
tion with the brand name, “Peer- 
less.” 

* ok x 
Ehrhardt With Arrow 

James A. Ehrhardt who, for the 
past 21 years was with the Electric 
Appliance Co., Chicago, as salesman, 
city sales manager, and manager of 
electrical supplies, is now with the 
Chicago office of the Arrow Electric 
Division of the Arrow-Hart & Heg- 


eman Electric Co. 
* * Ox 


Anaconda Moves San Fran- 
cisco Warehouse 

The Anaconda Wire & Cable Co. 

of California has announced the re- 

moval of its San Francisco office and 

warehouse to 360 Ninth St. 
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“Late” Underwood With 
Colt’s Patent Fire Arms 
Leighton B. Underwood, com- 

monly known as “Late,” for many 

years with the Trumbull-Vander- 
poel Electric Mfg. Co., is now con- 





Leighton B. Underwood 


nected with the Colt’s Patent Fire 
Arms Mfg. Co., Hartford, Conn., in 
the capacity of special representative. 
Mr. Underwood’s duties will take 
him throughout the entire east and 
most of his time will be spent in 
the development of business on 
Colt-Noark safety switches in col- 
laboration with Colt jobbers’ 
salesmen. 

Mr. Underwood has spent prac- 
tically all of his business life in the 
safety switch business, beginning 
with Westinghouse in the days of 
the old “Krantz” switch. Later 
he became Philadelphia district 
manager for the Trumbull-Van- 
derpoel Co., which position he re- 
tained until becoming sales manager 
shortly before T-V was taken over 
by Cutler-Hammer. 

* ok Ok 


Samuel Wells Changes 
Headquarters 

Samuel Wells, northwest repre- 
sentative of the Chicago Flexible 
Shaft Co., has changed his head- 
quarters from Seattle to Portland 
and now maintains his residence and 
business at 673 East 46th St., North. 
He will continue to represent his 





company in the entire northwest ter- 
ritory on “Sunbeam” electrical prod- | 
ucts and the Stewart health lamp. 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Lamp Servicing Hangers. 





ne tee 


One _ method 
of installation 
showing = 
THOMPSON = 
HANGER 93A : 
together with 
pulley and 
other acces- 
sories. 











For jobbers and their salesmen on Thompson 


Everywhere 


are present users—well satisfied; perhaps they 


have only a few 
installed, but they 
will add to their 
equipment. 


Sell your custom- 
ers, big industrial 
plants, railroads, 
etc., The Thomp- 
son Hanger for 
more and better 
light. Solves the 
problem of acces- 
sibility. The lamp 
comes down away 
from the electric 
circuit for clean- 
ing reflectors and 
replacing bulbs. 


Write for sales 
helps on this 
profitable item. 


THOMPSON ELECTRIC CO., 1438 W. 9th St., Cleveland, Ohio 











Bowlus Boring 
Machine 


Saves contractors a 
lot of money. Quick 
sale price. No climb- 
ing up on ladders. No 
back - breaking stoop- 
ing over. 











Ideal Commutator Dresser Co., 
1047 Park Ave., Sycamore, III. 


Please send further information on [_ 
Boring Machine [} Ideal E-Z Wire Stripper. 


POM nd eke wedwe stows 


100,000,000 
Wiring Joints Made 
Every Year! 


That’s Volume! 


We’ve had to step up our production 
into the MILLIONS to keep pace with 
the enormous demand for IDEAL 
ee WIRE CONNECT- 


They enable contractors to underbid 
and manufacturers to lower costs! 


They’re demanded by Contractors; Fix- 
ture Manufacturers; Electric Appli- 
ance Manufacturers; hundreds of In- 
dustrials. Have no equal for Radio use. 


E-Z Wire Stripper 
Volume sales. Electrical workers 
buy on sight. Clamps, strips and 


cuts in one operation. 





] Ideal Universal Wire Connectors 





Ideal Universal 
Wire Connector 
Screws on like 
anut. Approved 
by Underwriters 
and Factory 
Mutual Lab. 
Fully patented. 


230 


-] Ideal Bowlus 

































170 THE JOBBER’S[J]SALESMAN 









FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


America’s Favorite Spa! 











For your health’s sake, spend your winter-time 
vacation—whether it’s a few days or a few 
weeks—at French Lick Springs! Play out in 
the open—ride horseback or hike through the 
glorious Cumberland foothills. Drink the 
sparkling natural waters of Pluto Springs. 
Take the tonic, rejuvenating mineral baths. Rest—relax— 
enjoy the comforts of a great hotel. Life seems richer, 
fuller at French Lick! Reasonable rates: $8 a day, without 
bath; $12 a day and up, with bath. 


Write or wire for reservations 
French Lick Springs Hotel Company 


French Lick, Indiana *‘Home of Pluto Water” 
T. D. Taggart, Pres. H. J. Fawcett, Mgr. 


French Lick Springs Hotel 











| VERY person connected with the selling 
end of the electrical industry will find 
| something of interest, something worth read- 
| ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
| men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 























Square D Adopts Thirteen 
Period Year 

In line with its permanent policy 
of keeping ahead of the times in the 
adoption of sound working principles 
of business, the Square D Co., De- 
troit, announces that effective Jan- 
uary 1, 1930, all accounts, salaries 
and internal records of the company 
will be handled on the basis of the 
new 13-period year. 

This new system replaces the 
former method of calendar months. 
For many years there has been con- 
siderable agitation, the world over, 
in favor of the 13-period year. The 
movement has even progressed so 
far that a special investigation of it 
was conducted by the League of Na- 
tions in 1926. Today many large 
companies are using it as their 
method of operation. Some of them 
have been using it for an appreciable 
length of time. 

Among these companies are: the 
Eastman Kodak Co.; Sears, Roebuck 
and Co.; Fuller Brush Co.; C. G. 
Conn, Ltd.; Loew’s Inc.; Hickok 
Mfg. Co.; Lukens Steel Co., and the 
Graton and Knight Mfg. Co. More- 
over, the National Association of 
Cost Accountants has placed itself 
on record as definitely in favor of 
the 13-period year. 

In making the announcement of its 
adoption of the 13-period year the 
Square D Company desires to offer a 
brief explanation of a few of the 
advantages of the system. In the 
first place, Square D points out that 
the fact that, under the 13-period 
year, there are exactly the same num- 
ber of weeks—four—and the same 
number of days—28—in each per- 
iod, makes it possible to compare op- 
erating figures between periods, 
without any adjustment as to time. 

On this basis, all comparisons will 
mean a great deal more and will be 
considerably more serviceable than 
under the old system of calendar 
months. Under the old method, for 
example, the reports for February, 
1929, covered only 20 working days, 
while the October, 1929, reports 
were for 23 working days, a varia- 
tion of 15 per cent. 

Another advantage is that the new 
13-period year permits the establish- 
ing of work schedules which will be 
exactly the same as to days of the 
week for each period. At the 
Square D Company, for example, 
which operates also on a five-day 
week, each factory payroll will al- 
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Every sale of a 


RELIANCE 
8-Day 
TIME 
SWITCH 


is an All-Profit 
sale 


Once sold, you 
can forget the 
RELIANCE, for 
to begin with, 
we take all the 
responsi 
bility for seeing 
to it that the 
switch delivers 
the service it is 
bought for. 
And in addition, 
you have the comfortable feeling that 
comes from having sold a piece of 
“right” merchandise. ALL RELIANCE 
Time Switches have the famous 


“NO SERVICE” 
MECHANISM 


With 15 new 
Improvements 





And the applications for signs, traf- 
fic lights, window lights, and many 
other uses are multiplying daily. Get 
set now, to sell the RELIANCE! 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 MEAD STREET 
RACINE .. WIS. 


Sales Reliance Time Switch 
Rick & Selleg, 549 Service Co. 1717 Fol- 
W. Washington Blvd., som St., San Francis- 
Chicago. co., Cal. 


Sales and Service Service 

Stanley, 429 Diana Clock Works, 
Wayne St., etroit, 605 W. Washington 
Mich. St., Chicago, Ill. 





| SOMME 6 RE 





| ways start on a Sunday, run through | 
'a Saturday and Sunday, and be pay-| 
able on Friday of the following | 
| week. 

Under the 13-month system of op- | 
eration, the customary method of re- 
ferring to period dates is as follows: | 
3 P 27-30, meaning 27th day of the 
third period, 1930. However, in| 
stating dates generally, the regular | 
12-month calendar dates are used. 

The increased acceptance of the 
13-period year by leading manufac- 
turers, coupled with the indisputable 
fact that it is the most simple, prac- 
jucal and natural form of working 
|calendar, leads the Square D Com 
|pany to the belief that most of the | 
‘nations of the world will adopt the| 
| 13-month year starting with Sundav, | 
| January 1, 1933—and that all dates | 
|thenceforth will be referred to as| 
|4 P 13-33, 6 P 9-34, and so forth. | 


| 
* * * 








| Haase Joins Sparklets | 
| Frederick Haase, until recently. | 
acting in the capacity of assistant to | 
A. Edwin Fein, president and gen- | 
eral manager, Sparklets, Inc., New 

York City, has been appointed gen- | 
eral sales manager. Miss Eloise | 
Budde, formerly assistant in the | 
home service activities of the com- | 
pany, has been placed in charge of | 
the newly established educational ae 
| partment. 








| 





| ° 
| Frank R. Morris, general manager of UA St _. 


'the Pierce Fuse Co., Buffalo, is well 
known in the electrical jobbing  in- 
dustry since some of the leading jobbers | 
|of today received their training under 
his guidance. Mr. Morris was form- | 
|}erly connected with the Robertson- 
Cataract Electric Co., Buffalo, as vice- 
president and general sales manager. 





SG 
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Retails jor $14.95 


Every 
Electrified Home 
a Prospect 


New business— new profits— 
a new product, backed by the 
famous Sunkist name. 


ERE is the Sunkist Junior . . . 

the remarkable little electric fruit 
juice extractor that every family wants. 
It needs only to be seen to be bought. 
No selling effort is needed. Priced to 
suit all. 

Sunkist Junior comes fully guaran- 
teed. It is backed by the California 
Fruit Growers Exchange, and sold by 
them at actual cost because it stimulates 
the use of their oranges and lemons. 

Sunkist Junior is widely advertised in 
The Saturday Evening Post, Ladies’ 
Home Journal, Good Housekeeping, 
Woman’s Home Companion, Cosmopol- 
itan, Vogue, House and Garden, and other 
leading national publications. 

Get your share of this newly created 
profitable all-year-’round business. A 
Sunkist Junior belongs in every home. 
Write now for full details. Don’t put 
it off. 


Features of the Sunkist Junior 
Makes orange juice possible for 
breakfast every morning and any 
time during the day. 

Economical to operate—obtains 
from 3 oranges or lemons the juice 
4 usually yield. Ends waste. 

Plugs in any light or wall socket 
by means of 10 feet of gray, heavy 
electric cord and separate attach- 
ment plug. 

Takes seconds where old meth- 
ods wasted minutes in reaming out 
orange or lemon juice. 

Easy to clean and easy to operate. 


Fruit Juice Extractor 
California Fruit Growers Exchange 
Division W Jr. 02 


900 N. Franklin St. Chicago,’ Ill. 
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| YAGERS 
| 


SOLDERING 





Safe—Quick 


—FEconomical! 


AGER’S Soldering Salts are safe— 


quick and economical. 


Packed in % lb., 1 lb., and 5 lb., 


round, blue and white enameled cans 
they make an attractive item for over- 
counter sales. 


We also manufacture Yager’s Solder- 
ing Paste—the original non-acid, non- 
corrosive fiux. 


Send for Samples 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 


1873 
























finStOE Parts 
or socnar 


F 


cones! 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturdy Glade — 
Lights. They are oil, gasoline an 
rease-proof and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
ee right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 
1603 So. Michigan Ave. 
Chicago, U.S.A. 





INOESTRUCTIBLE &SHOCHLESS SOCKET 








The company announces the addi- 


tion of A. H. Leu, with offices in 
St. Louis and Kansas City, S. H. | 


Stover, Pittsburgh, and Mrs. Ruth 
!.. Steeves, Allentown, Pa., as divi- 
sional sales manager. 

H. J. Gute & Co., San Francisco, 
I.os Angeles and Denver is now act- 
ing as exclusive sales representative 
for the Pacific Coast, including all 
states originally covered by Phil B. 
Bekeart Co. 

‘* = 
Hardy With Goodrich 

Allan H. Hardy, formerly with 
the Arrow Electric Division of the 
Arrow-Hart & Hegeman Electric 
Co., and prior to that with the Mis- 
sissippi Electric Co., Clinton and 
Javenport, Ia., joined the Goodrich 
Electric Co., Chicago, on Jan- 


| uary 1. “« £ ~ 


Illinois Porcelain Completes 
Addition 


The Illinois Electric Porcelain Co., | 


Macomb, IIl., is completing a new 
steel and concrete addition to its fac- 
tory which adds 10,000 sq. ft. of 


space to the wet process department 


for high tension insulators. 
* * * 


Ilg Chicago Sales Office 
Changes Location 
The Chicago sales office of the Ilg 
lectric Ventilating Co. is now lo- 
cated at 182 North LaSalle St. The 
telephone number is unchanged, 
l‘ranklin 1520. 


* *K * 


Hubert Succeeds Pfaltz 

Edward H. Hubert, formerly an 
assistant secretary of the Amer- 
ican Institute of Electrical En- 
gineers, has been appointed direc- 
tor of publicity for the National 


_ Electrical Manufacturers Associa- 
| tion to succeed Albert Pfaltz, re- 


signed. * ok Ox 


Emerson Issues Portfolio 

The Emerson Electric Manufac- 
turing Co., St. Louis, has just issued 
its “Jobber’s Salesman Portfolio.” 
It is an elaborately prepared book- 
let containing full information for 
the dealer on the advertising material 


| available to him for the 1930 fan 


It also describes the line it- 
self, and contains as well catalog 
number 4041 on Emerson fans. 

A feature of the portfolio is a 
pocket arrangement on the inside 
front cover which provides room for 
a quantity of order-agreements for 


1930. 


season. 
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LIGHTING 


Back of the Footlights 


there’s profitable 
business for 


Jobbers 


HE stage electrician buys the- 

atrical lighting specialties. Do 
you get your share of this business? 
Kliegl products are well known, 
priced right, built right, and thor- 
oughly dependable; and everything 
needed for theatrical lighting can 
be furnished. 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 


Spotlights 
Floodlights 
Aisle Lights 

Music Stands 


Footlights Color Mediums 
Borderlights Stage Cable 
Connectors Sundry Supplies 


Write for current trade bulletins 
and jobbers’ discount 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co., Inc. 
32! West 5SOth Street 
NEW YORK, N.Y. 
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Co., Chicago, is celebrating its 


A Toucan) alae 
tenth anniversary this year. Since 


its organization in 1920 (the busi- Heavy Duty 
ness was originally established in Transformer 


1912) the company has enjoyed a 
consistent growth. 






















KESTER FLUEK-COR: SOLDER 


en IN POCKETS SOLDER — 





Reflector & Illuminating Cele- 


brates Birthday 
The Reflector & Illuminating 
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ECONOMY One of the reasons for the com- 
Kester for economy. Saves pany’s progress, according to i 
the time and labor of search- C Her x | 
ing for, handling, and ap- James C. erron, president and 
plying a separate flux. Sim- in ae i 
amie” pulse” tee general manager, is the fact that | 
the needs of mechanics, farm- it has a successful jobber policy 
ers, electricians, home hand- ; . 7 ' ~ lie 
he eat housewives, boy * * * 
uilders—every hardware cus- 
tomer. | Stock the | complete, J. T. Donahue Returns to 
nationally advertised ester e 
line—Acid-Core for general Westinghouse 
ee ee meee Ne J. T. Donahue is again connect- | 
elicate electrical and radiv . . & ‘i 
oer greene agg ed ‘d with the Westinghouse Lamp | oe ee ae 
household use, Radio Solder e , S $ ol P | larger capacity and 
for set building and repairs, Co., St. Louis. During his ab- heavier duty are required 
Paste-Core for the electrical ‘ 


it wili pay to use the 
: Dongan Heavy Duty 
American Eveready Co., and the | Transformer. 


worker accustomed to solder- sence Mr. Donahue was with the 
ing paste and ordinary solder. 












From all jobbers . _ os + - 
,oyce Motor Meter Co. For use with Annuncia- 
bag ste eee Oe 7 - * * tors and alternating cur- 
Chicago, Ill. : | rent transformer bells. 
Poomitig Uasseas Wihter On. Latest Trade Literature Special Transformers for All 
Kellogg Switchboard & Supply | Requirements 
| Co., Chicago—The engineering de- |] Complete information on request. 
partment of this manufacturer has | DONGAN ELECTRIC MEG. CO. 
a 3 UX-CORE brought out a service instruction |} 2993.3001Franklin Street,  Detreit, Mich. 


(TRANSFORMERS of MERIT for FIFTEEN YEARS /)./ 





OLDE manual. This manual is intended to 


help a service man to locate trouble, 
S CORE ROSIN- alka PASTE-CORE — . . . | 
METAL MENDER wereritie | by giving a technical description, to- 
gether with circuits and voltage re- 


FA j ! f / quirements of Kellogg radio receiv- | 
© e | ers models No. 523 to 528, inclusive. Made to last— 


Several charts of technical value are made to stand 
included in this booklet. the gaff of the 
—— roughest hand- 
Cable Radio Tube Corp., New ling—a product 
| York—A tube-shaped “Speed Ency- of the highest 

eS n clopedia of Radio Programs, and dination renin 
A I Wire Connectors Favorite Features,” is being offered ne ord chisel 
by this corporation. One of the fea- | 
tures of this booklet is the informa- 


























Jiffy Connectors make a workmanship. 


stronger, safer connec- 

















tion, There are millions in tion about “The Men Behind the | 

with page eg He | ‘Mike’.” Two pages of the encyclo- | 

een jae A, pedia are devoted to pertinent facts | 

and Factory tent tae | about proper receiver operation. | 

ores. —_———— | 

— Westinghouse Electric & Mfg. Co., | 

Ges des tr eenbi. | East Pittsburgh — ‘“‘Westinghouse 

\ — =. 0. ia | Commercial Lighting” is the title of | 

solid or stranded, up | catalog 219-B which has just been | 
: 18, or equivalent. | released by this company. Lighting ¥ “CENTRAL BLACK” 
A Samples upon Request | equipment suitable for commercial | the black enamel- 
3! JIFFY | interiors of any type is described and Zf ed conduit. “CEN- 
v illustrated in this 28 page booklet. | rRAL WHITE”—the 
7 WIRE CONNECTOR | Included in this catalog are the pro- | zinc coated electro 
$ COMPANY cedure ‘for designing a lighting sys- | — galvanized conduit, 
‘ HACKENSACK N. J.| tem and a list of some of the more | “W psi - the 
inital Oita Ciliates | prominent Westinghouse _ installa- | aa eaee 

G. Denn Montgomery, Jr. tions. Sizes and prices of all dif- | i 
458 Broadway New York City | ferent types of lighting fixtures are | N CENTRAL TUBE CO 


Miigialtie 4a 


Phones Canal 7555-6196 given, with information for order- 
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Fans will move 


refreshing air towards your cus- 
tomers and increasing profits towards 
you and your salesmen. ESKIMO 
Fans sell easily for they are built right 
and priced right. “Comebacks” are 
unknown in this line. Fans and 
Ventilators move rapidly—rapid 
turnover—yes, that’s one of the 
features that make the ESKI- 
MO line so popular. Write 
today for catalog and sales 
helps. 



























MODEL 20 


A two speed 
10” oscillating 
fan. Is guar- 
anteed depend- 
able, runs 
quietly, and 
will not creep. 
List, $10.00. 





















Ventilating 
and 
Oscillating 























MODEL 50 


A big favorite with dealer 
and consumer. Both fans 
illustrated have self-align- 
ing bearings and swivel 
joint and are adjustable 
to any angle. List $14.00. 
Other models $4.50 to 


UNITED 























ELECTRICAL MFG.CO. 






ADRIAN 
A, Ge men st 
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+WIRES + LEAD AND STEEL TAPED CABLES +FLEXIBLE CORDS AND CABLES 


ia) 


COVE RE 


*RUBBER 


AGNET WIRE AND COILS 


AND CABLE +M 


WIRE 


TINNED 


+ BARE AND 


LIGHTER TO 
HANDLE 


SIMPLER TO 
INSTALL 


EASIER .TO 
FIS: HH: FHRU 


SMALL SPACES 


NEEDS FEWER 


Pir Trancs 


es 
| 
Or | “ 
b : \ iff / AS o 
aa ROME Wat 
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ROMEX success has built a reputation 


The outstanding reasons for 
the success and rapidly grow- 
ing popularity of ROMEX are 
its simplicity and economy of 
installation. 


Contractors like it because it 
takes less time per job; be- 
cause it pays good profits at 
lower cost to the customer; be- 
cause it means less expensive 
wiring for new appliance sales. 


Property owners like it be- 
cause it costs them less for a 
safe, reliable installation; be- 
cause it permits speedy instal- 
lation of outlets without muss 
and bother. 


Your customers will find 
ROMEX more than satisfac- 
tory. For complete facts, let us 
send you the latest ROMEX 
book; it’s free for the asking. 


ROME WIRE COMPANY 
Division of General Cable Corporation 
Rome, N.Y. 


2930R 


ROME WIRE 
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Sizes for Every Need 
Another SELLING 





As shown graphically in the illustration at the right 
Levolier Switches are made with stems of three differ- 
ent sizes to meet varied requirements. No. 61-PL as 
illustrated has a plain lever without chain and cord 
for brackets and appliances. There is also a Levolier 
Link Switch which may be used in connection with 
chain fixtures. These switches in combination with 
the Levolier Canopy Switch Hickey and the new 
Levolier Switch Bracket make possible the widest pos- 
sible range of uses at a big saving in time, labor and 
material while at the same time assuring the utmost 
efficiency. 


Takes the Smash of 
Even a Cold 500 Watt 
Gas Filled Lamp 


The Levolier Switch is “the little giant of switches.” 
It is the smallest six Ampere Pull Switch made yet re- 
peatedly takes, for thousands of makes and breaks, 
the smash of cold 500 watt gas filled lamps. It has 
twice the carrying capacity of any switch its size. 


Write for the Pocket Edition 
of the McGill Catalog 


Drop a card in the mail asking for your 
rctk \| copy of the pocket edition of the McGill 
peers : \\ catalog. Fits conveniently in your coat 

quaully \ pocket. Handy to have with you on the 

f \\ job. Illustrates and describes the com- 
plete line of McGill Electrical Specialities 
including over 50 different types of Lamp 
Guards. 


| MCGILL 


MANUFACTURING CO. fic. 


Wall Guards 


Electrical Specialties of Quality Coloring Fluxd 


Soldering Fluxes 


ESTABLISHED 109004 Lamp Changers 


VALPARAISO - INDIANA 
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Is certain for you in 1930 when 
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you concentrate on Triangle Prod- 





ucts—a complete line of wiring ma- 





terials. Because of their high quality, 





Triangle Products are being chosen as 
a standard in electrical installations. 
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Rubber Covered Wire 
Lead Encased Rubber Covered Wire 
ABC Armored Cable 
Hot Dipped Galvanized and 
Black Enamel 
Rigid Steel Conduit 
Flexible Steel Conduit 
Outlet Boxes 
Switch Boxes 
Fittings 
Non-metallic sheathed cable 
Non-metallic conduit 
Armored Cable Tool 





VOC Age 





z 
“ 
we fae 
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Write today for Triangle Catalog. Know 
the Triangle line and reap the profits. 





TREANGLE) io 


Sa EER 1D ATH 
wa SRAND 


TRIANGLE 
NDUIT CO.. Ine. 


GENERAL OFFICES: Dry Harbor Road and Cooper Ave., 
Brooklyn, N. Y. 


FACTORIES: Brooklyn—Chicago—Wheeling, W. Va. 
IN CANADA: Canadian Triangle Conduit Co., Ltd., Toronto 















2 SYSTEMS 
MdaedicssvgreJwre tri iuwy pyres see 


. 











ANACON DA 


from mine to consumer 


PAT.OFF. 





es. | 4 
continued success 


Anaconda Wire & Cable Company congratulates The Jobbers 
Salesman on its tenth anniversary . . . and extends best wishes 
for the continued success of the industry it serves. 


In that success Anaconda wiring materials play an important part. 
Because they speed up wiring jobs, they increase contractors’ 
profits . . . Stock Anaconda wiring materials. Make selling easier 
by offering these well-known time-savers to your customers. 


ANACONDA WIRE& CABLE COMPANY 


General Offices: 25 Broadway, New York 
Chicago Office: 111 West Washington St. 
Sales Offices in Principal Cities 


Anaconda safeguards 
quality from mine to 
consumer — provides a 
nationwide service, 
prompt, dependable, 
complete. 
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